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‘The franklin 
is responsible for our prosperity... 
Says H. Ts. Grant 


Pictured above are Mrs. H. B. Grant and attractive daughter Jane, aboard 
the S.S. America, en route to Europe for a summer vacation. The husband 
and father, Colorado Franklin State Manager, H. B. “Jimmie” Grant, was 
unable to accompany them. Press of business kept him at home. 

“The Franklin Life is responsible for the Grant family’s prosperity,” 
says Jimmie. “During the ten years since | signed my contract on January 
1, 1940 the Company has paid me in cash $229,915.33. And in the first six 
months of this year I have earned an additional $30,000. I am quite sure no 
other life insurance company in America could have given us a comparable 
degree of happiness and prosperity. No other company has such salable 
merchandise.” 

Here is the record of Mr. Grant’s earnings since January 1, 1940 
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1944 . . . «© « « o « 17,464.82 First 6 months 1950 . . . over $30,000 
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We are very proud of Mr. Grant and his accomplishments, just as we are 
proud of our hundreds of other associates who tell us that the Franklin Life 
has brought to them a greater degree of prosperity than they ever dreamed 
was possible. 
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Trouble Disposal is Hal Stern’s specialty. 
“What's going to become of me after I’m 65?” 


“Will my wife lose our home if I should die?” 








“Does our business go on the rocks if my partner dies?” 

These are typical of scores of worries that people dispose 
of for good and all—through Hal’s advice and counsel. 

“Guess I’m a pretty lucky guy,” Hal Stern often tells 
himself. “I make a mighty good living—and I do a lot of 
good for my friends and neighbors—and through them to 





the community as a whole...in my job as representative of a 
UY. Seal 


The Equitable Life Assurance Society.” 
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LISTEN TO “THIS IS YOUR FBI"... official crime-prevention broadcasts from the ’ Mr, ple 
files of the Federal Bureau of Investigation...another public-service contribution THOMAS |. PARKINSON, President itthday sin 
sponsored in his community by The Equitable Society Representative. 393 Seventh Avenue, New York I, N. Y. oe 100th 
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ordyce Chairman, 
ovejoy President 
{ Manhattan Life 


H. L. Feay of N. Y. Depart- 
ment Joins Company— 
Other Changes 


NEW YORK—At the centennial din- 

her of Manhattan Life it was announced 
ht Thomas E. 
Lovejoy, FE: first 
jce- president and 
reasurer, had been 
rlected president, 
ueceeding James 
Fordyce, who 
ecomes chairman 
nd chief executive 
ficer. Mr. Ford- 
‘ce was president 
rom December, 
439, the eighth in 
he history of the 
ompany, which 
as completed its 
irst century of 
ontinuous business. 
In addition the board, at a special 
neeting preceding the dinner, elected 
erbert L. Feay, principal actuary of 
York department as actuary. 
Porter, vice-president and ac- 
wary, becomes vice-president and chief 
ctuary. Vincent W. Edmondson, 
beency vice-president, was elected vice- 
resident, and H. O. Seale, Jr., superin- 
endent of agencies, western division, 
vith headquarters in Los Angeles, 
moves to the home office as director of 
beencies. 


on of Seventh President 


















James P. Fordyce 


Mr. Lovejoy, 44, joined the company 
fs comptroller in 1932 after four years 
vith Guaranty Co. of New York, fol- 


& 








W. Edmondson 


Owing his graduation from Yale in 
928. He was elected a director in 1935 
td treasurer in 1937. In 1940 he be- 
ame first vice-president and treasurer. 
le is the son of the late Thomas E. 
-ovejoy, seventh president of the com- 
any, who headed Manhattan Life from 
“3 until his death in 1939. 

Mr. Fordyce, who observed his 58th 
thday simultaneously with the com- 
anys 100th, has spent his entire busi- 
hess career in life insurance. After 23 
fears experience in the far west, he 
ame to New York in 1934 to become 
rector of agencies. He was elected a 
rector the following december and in 
936 became vice-president. 

Mr. Feay has been employed for 20 
ars in the department, having served 
ere as assistant actuary, associate ac- 
Wary and principal actuary. He has 
een responsible for the valuations work 
bi domestic life companies. 


H. 0. Seale, Jr. Vv. 





ee 
sath 1a In 1938 and 1939, he was employed as 
: 3, 180. 


AWAIT NAMING OF DAY 
Hershey Confirms 
He Is Resigning 
Ill. Post Sept. 1 





Harry B. Hershey confirms the fact 
that he is preparing to submit his res- 
ignation as insurance director of Illinois 
to Gov. Stevenson effective Sept. 1. Mr. 
Hershey 


has been the director since 





EK. Day 


H. B. Hershey J. 
Jan. 17, 1949. He took the position re- 
luctantly and with the idea that he 
would stay on only briefly until a per- 
manent selection could be made. How- 
ever, he remained in office longer than 
he originally intended to. 

Mr. Hershey is a member of the law 
firm of Hershey & Bliss of Taylorville 
and his son is a member of that firm. 

While official announcement has not 
been made, it is a certainty that Gov. 
Stevenson will appoint J. Edward Day 
as the new director. This was in- 
dicated when he was appointed as as- 
sistant insurance director just a few 
weeks ago. The position of assistant 
director is a code office and the ap- 
pointment is that of the governor rather 
than of the insurance director. Mr. Day, 
whose age is 35, has been closely asso- 
ciated with Gov. Stevenson and_ has 
been a member of his staff since 1949. 
He practiced law at Chicago and is a 
graduate of Harvard law school. 





an actuary by the joint legislative com- 
mittee on the revision of the insurance 
laws. His principal work was an exten- 
sive study of industrial life. He is a 
fellow of Society of Actuaries. His 
His early experience was with the ac- 
tuarial departments of the equitable of 
Iowa and Metropolitan Life. 


Historic Documents 


Mr. Lovejoy presented two _ historic 
insurance documents with a combined 
age of 196 years to the museum of the 
city of New York. The company’s first 
policy issue, made 100 years ago to 
Christopher Yates Wemple, was ac- 
cepted by John W. Myer, vice director 
of the museum, for public exhibition 
there, along with the company’s policy 
No. 2,645, believed to be the first group 
policy issued in the U. S. dated Feb. 22,- 
1854, it covered the shipment via the 
clipper ship Sea Witch of a group of 
720 chinese laborers bound from Swa- 
tow, Crina, to Panama. 

Of the total amount at risk, $84,000, 
Manhattan Life reinsured 75% with 
three other companies. Fourteen of the 
Chinese died during the voyage. And the 
company paid $408 as its share of the 
loss, or $432 less than its premium of 
$840. 

Dr. G. Howland Collins, dean of the 
school of commerce and the graduate 
school of business administration New 
York university, and a director of the 
company, acted as toastmaster at the 
dinner which was attended by civic dig- 
nitaries and officials of many other com- 
panies. 


H. R. Hill Does Not 
Want N.A.L.U. 
Trusteeship Again 


Herbert R. Hill, district manager of 
Life of Virginia, has announced his de- 
cision not to stand 
for reelection to the 
office of trustee of 
National Assn. of 
Life Underwriters. 

In a letter to L. 
Mortimer Buckley 
Dallas, chairman of 
the committee on 
nominations of 
N.A.L.U., Mr. Hill 
explains he does 
not feel that he can 
afford a_ further 
sacrifice of the wel- 
fare of members of 
his own agency and 
his family in the investment of both time 
and money for N.A.L.U. He says that 
he feels sure that among the 50,000 mem- 
bers there are many persons better 
qualified than he and, after serving for 
years, he thinks there are others who 
should be given the opportunity. Mr. 
Hill explains that he has been giving a 
good part of his time to N.A.L.U. and 
has been very busy in Washington con- 
ferring with Congress. 

Mr. Hill was endorsed for reelection 
by the Richmond -association and the 
Virginia state association. 


War Finds Life Companies 
Ready, Says Claris Adams 


The outbreak of hostilities in Korea 
finds the life insurance companies of 
America in strong position and ready 
to meet any economic situation that 
may develop, Claris Adams, president of 
Ohio State Life, assured members of 
the board at their semi-annual meeting 
at the Home Office. “In every crisis,” 
said Mr. Adams, “life insurance has 
proved a social and financial bulwark.” 

President Adams explained to the 
members of the board, several new in- 
surance policies formulated by the com- 
pany. These include an estate builder, 
which increases from $1,000 to $5,000, 
amount of insurance at age 21, without 
an additional premium. This plan is 
available on juveniles from date of birth 
to age 14. A 30-pay juvenile plan also 
has been worked out, said Mr. Adams, 
in order to round out a complete line 
of juvenile policies of insurance. Of 
special interest will be a new low-cost 
policy designed especially for business 
men. Also on the program is the ex- 
pansion of the monthly income dis- 
ability, which will be available with all 
regular plans of life insurance. 

The next annual agency convention 
of Ohio State Life will be held next 
June at Pocono Manor, north of Allen- 
town, Pa. 





H. R. Hill 





Luncheon for Nilson 


A luncheon is being held at Min- 
neapolis Aug. 8 by Mutual Trust Life 
to introduce the new home office field 
supervisor August T. Nilson to the 
general agents in his area. He had been 
a life insurance broker for six years 
prior to joining Mutual Trust home of- 
fice agency as a full time producer 
two years ago. He was born in Sweden 
and came to the U. S. in 1923. He was 
appointed supervisor for Minnesota, 
North Dakota and western Wisconsin. 
Among those attending the luncheon 
will be William E. Grof, manager of 
agencies; Charles H. Kiefer, agency 
secretary; A. B. Slattengran and O. I. 
Hertsgaard, directors. 


N.A.I.C. War Clause 
Hearing Leads to No 
Definitive Action 


Ask Companies to 
Prepare for Rehearing 
Within 30 Days 


By RICHARD J. THAIN 


By Wednesday afternoon of the hear- 
ings at Chicago, the National Assn. of 
Insurance Commissioners subcommit- 
tee on war clauses had gone into execu- 


tive session to 


develop temporary 
recommendations for meetin g the 


Korean hazards. It was expected that 
these stop-gap recommendations would 
advise companies to install war clauses 
only where they feel they are absolutely 
necessary and that where clauses are 


installed they be of the liberal results 
type. The subcommittee was expected 
to advise that hazards be met by under- 
writing restrictions wherever possible 
and that, in general, the companies 
should act with judicious calm. 

_ Before going into executive session, 
Commissioner Harrington of Massachu- 
setts, as chairman of the subcommittee, 
asked the industry to appoint a war 
clause committee within a few days to 
meet as soon as possible and to report 
to the N.A.I.C. subcommittee on war 
clauses within the next 30 days. To 
expedite this recommendation, Harring- 
ton named as special delegates from 
the subcommittee to the companies 
3ruce FE. Shepherd, manager of Life 
Insurance Assn. and Robert L. Hogg, 
executive vice-president-general counsel 
of American Life Convention. 

If the N.A.I.C. committee had had 
any idea that it was going to resolve 
war clause problems with this one meet- 
ing, this idea was quickly dispelled. As 
Harrington commented at the close of 
the open sessions, it became obvious 
that the problem was one far broader 
and far more difficult than could be 
treated at one time. He promised a 
temporary statement of N.A.I.C.’s posi- 
tion and asked that the industry com- 
mittee be prepared to augment more 





Robert L. Hogg 


Cc. F. J. Harrington 


deliberate N.A.L.C. committee conclu- 
sions within the next 30 days. 
_Chicago was for two days the summer 
life insurance capital of the country. 
An impressive aggregation of company 
presidents, actuaries, attorneys, pro- 
ducers and association officers was on 
hand. A number of commissioners and 
department heads were present in ad- 
dition to those who were on the im- 
mediate war clause subcommittee. 
According to Harrington, in the light 
of the dispatch with which A.L.C.- 
(CONTINUED ON PAGE 10) 
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NUMBER OF STUDENTS SETS RECORD 





Examination Results of 
L.O.M.A. Institute Given 


NEW YORK—Results of the recent 
examinations given by the Life Office 
Management Assn. Institute mean that 
50 more insurance employes in the 
United States and Canada will have 
earned the designation F.L.M.I.—fellow 
of the Life Management Institute. In 
addition, 71 men and women earned the 
associateship diploma and 687 the in- 
stitute’s certificate. 

Of the new associates, 10 passed cum 
laude and one magna cum laude, while 
17 of the new certificate holders passed 


cum laude. : 
Over-all official “figures show that 
4,736 employes wrote 8,240 examina- 


tions. Of the total taking the examina- 
tions, 4,279 were home office and 457 
field office employes. Of the total ex- 
aminations, 6,403 were in Course I, a 
general course in which the student 
learns about every department in a life 
company. It has been developed to give 
all home office and-field office employes 
a basic understanding of life insurance 
and to relate this knowledge to their 
everyday operations. In addition, the 
knowledge gained will enable the stu- 
dent to answer many questions that their 
friends and accquaintances may raise 
about life insurance news items they see 
in the daily papers. 


Course II More Intensive 


There were 1,589 examinations taken 
in Course II. This course covers the 
associateship requirements and is a de- 
tailed study of the more important 
aspects of life insurance operations that 
were treated in a broad general fashion 
in Course I. These examinations re- 
quire more intensive study and wider 
reading than do the examinations in 


Course I 
Course III, the fellowship course. ac- 
counted for 248 examinations. This 


course is designed for students who have 
definitely decided on a career in the life 
insurance business. It comprises five 
subjects, each of which is treated in the 
form of a fellowship minor and fellow- 
ship major examination. The subjects 
are office management, life insurance ac- 
counting, life insurance investments, se- 
lection of risks, and home office agency 
management. 


Percentage Passing Is 67.3 


For al! examinations the aggregate 
percentage of those passing was 67.3. 

Commenting on this year’s record 
number of students, Executive Secretary 
Frank L. Rowland of L.O.M.A. said 
that the institute’s consistent increase 
emphasizes the sound basic concepts of 
the life insurance business with respect 
to employe development. The business 
believes in offering employes every op- 
portunity to prepare themselves for ad- 
vancement. 

As a result, companies are attaching 
increasing importance to success’ in 
L.O.M.A. Institute courses in determin- 
ing promotions, As evidence of this 
trend, Mr. Rowland mentioned a July 
news release of Massachusetts Mutual 
Life that referred to the promotion of 
five men. The account called attention 
to the fact that of the five, one was 
already a fellow of the L.O.M.A. Insti- 


tute and three were working toward 
their fellowships. The institute has 
found that many companies take em- 


ployes’ L.O.M.A. studies into account 
in deciding on promotions. A number 
of companies make passage of examina- 
tions a definite requirement for promo- 
tion. 


MORE PASS 


Mr. Rowland said that the percentage 
of students passing examinations this 
year was higher than in the past two 
years. He felt that one factor that con- 








tributed toward this improvement was 
the fact that more students are receiv- 
ing class instruction. Through the coop- 
eration of cashiers’ clubs and _ local 
schools, field office employes in many 
cities where there is no home office can 
often prepare for institute examinations 
in classes rather than being forced to 
study alone. 

Asked why students fail examinations, 
Mr. Rowland said that it is surprising 
to him how remiss some students are in 
analyzing questions for significant facts. 
Instead of asking themselves why, what, 
what purpose, how applied, etc., most 
failing students merely give general or 
superficial answers. The institute staff 
in its literature and seminars is trying 
to counteract this habit and develop a 
questioning attitude. Instructors find 
that this approach makes for complete- 
ness of understanding and of answers. 


Examination Techniques Change 


Examination techniques change with 
the times, Mr. Rowland observed. For 
example, this year the institute’s first 
examination was put on a fully objec- 
tive basis. Reports from companies in- 
dicate it was highly popular with most 
students and instructors. This year’s 
objective examination was made possible 
only through many years of experiment- 
ing and testing of questions. Whether 


or not objective-type questions are ex- 
panded will depend on the association’s 
educational council, which guides the 
institute’s activities. 

The objective examination used by the 
institute presented questions on a true- 
false, 


multiple-choice, matching, and 
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When you finish an interview with a prospect or a client, do 
you feel that you have implanted in his mind a conviction 
that life insurance is never a burden — that life insurance 
deposits do not compete with one’s standard of life? And 
do you leave behind you the realization that your services 
enable an individual to use more, not less, of his every-day 
income for the comforts and necessities of life? 


It is a fact of life that inevitably there comes to every indi- 
vidual a day when there will be an urgent need for money 
without a source of earned income. Life itself imposes this 
burden, not life insurance. Life insurance asks only a small 
percent of a man’s present income to meet that future need, 
instead of the thirty percent or more that a man would need 
to sacrifice out of each day’s income to do the job himself. 


Insurance in force July 1, 1950 — $451,618,665 


INSURANCE 


completion basis. This involves a great 
amount of work for those formulating 
the examinations if the answers are to 
be a true index of the student’s knowl- 
edge but they permit an examination to 
cover a wide range of information with- 
out requiring an undue amount of time. 

The institute’s educational program, 
which is directed by James H. Kohler- 
man, former professor of management 
at New York University graduate school 
of business, has been getting increasing 
recognition from industries interested in 
employe education. For example, the 
institute was the subject of an exten- 
sive article in “Office” magazine. 

One of the features of the institute’s 
work is the holding of periodic instruc- 
tor seminars to develop instructors espe- 
cially qualified to pass along to students 
the technical information they need in 
their work. 

The institute seeks not only to impart 
information, however, but to instill a 
broader interest in the life insurance 
business. It endeavors to get students 
to realize not only the economic signifi- 
cance of life insurance as regards bene- 
ficiaries but its social significance as 
well. 

While most of those who sit for ex- 
aminations are employes who are hope- 
ful that taking the courses will be help- 
ful in winning them advancement, there 
are always a number of senior execu- 
tives taking L.O.M.A. Institute courses 
each year, either because they believe in 
the program and want to set an example 
to their subordinates or because they 
want to become expert in some field of 
knowledge that they had only superficial 
contact with on the way up. 

The educational council of L.O.M.A. 
is in effect the board of directors of the 
institute and its members put in hun- 
dreds of man-hours a year on institute 
work. There are five all-day cenfer- 
ences a year at L.O.M.A. In addition 
there are meetings of committees at 
which new suggestions are analyzed be- 
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Equitable “Home life 
Ownership” Plan 
Outlawed in W. Va Dart | 

Probl 


Commissioner Crichton of West Vj 
ginia has ordered Equitable Society 
cease the operation of its “assure 
home ownership” plan in West Virginj 





effective Aug. 14. 
The action follows a series of discus Insur 
sions and hearings held with represen; Seen 


tatives of Equitable Society in which th 
operation of the plan for financing hony 
purchases and sale of life insurance wit 
each loan was discussed in view of th 
opinion rendered by William C. Ma 
land, attorney general of West Virginj, 
that the Equitable “assured home own 
ership plan” was in violation of the We 
Virginia statute prohibiting inducemen; 
for the sale of life insurance. 

At the same time, a ruling by the & 
partment prohibiting any life compay 
from making the purchase of new life jp 
surance from such company a prerequi 
site for a loan, was sent to all life in 
surance companies. 

Mr. Crichton pointed out that this }; 
no means restricts Equitable Societj 
from making residential loans and »& 
curing such loans by a life insurang} The nat 
contract. The restricting is directed onlffinclude fo 
to that element of their plan  whiciidentificati 
makes the purchase of new life insuffopment of 
ance from Equitable Society a prerequ: { 
site for a loan. 
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fore being presented to the education 
council for action. ; 

: Chairman_ of the educational Count entialities 
is R. C. Kneil, Reliance Life. Vice take a mo 
chairman is R. J. Hasbrouck, Prudeng: 


forum for 
problem a 


confet 
¥ < change of 
tual Benefit Life; T. Arnold Crowthe. vil , aioe 
Metropolitan Life; M. Irwin Doxse§ otintary 
Aetna Life; Abraham Kenigson, Suf..ch state 
Life of Baltimore; George A. Park 5 


ei bl ‘ 
Bankers Life of Iowa; Robert C. Perry erage 
State Farm Life; George W. Skiltowfined The 


Connecticut General Life, and Charlifrecearch of 
M. Taylor, Provident Mutual. : 


Sanford, Atwell Named to 
Higher Mich. Dept. Posts 


Promotions in the Michigan depart 
ment, to adjust the organization fo 
lowing the retirement of Horace Bflnsurance | 
‘Corell as first. deputy commissioner 
have been made by David A. Forbeg,.- 

L. H. Sanford, who has served 18, 





he sity f 
years as second deputy commissionti  . 
was advanced to chief deputy whil levelopmen 
Richard W. Atwell, director of thf. ‘a 
casualty division, was named _ seconi btudied by | 
deputy. { a 

mcoes not ¢ 
, econ! : 
Mr. Sanford had been both secomp for 


deputy and chief examiner since 1! 
when he returned to the departmet! 
after a two-year period in private et 
ployment. Before that, from 1937 1 
1939, he had been second deputy atl 
earlier, from 1928, had been a membef 
of the examiner staff. 


solutions t 
panies and 
n that the 
olution of 
problem of 
retirement. 
cerned beca 


Mr. Atwell went to the departmerf, 
in 1943 to head the workmen's coll a problen 
pensation rating division. He we — 
named to head the casualty rating | lere ar 
vision in 1947. em on the 
to life inst 
vill be held 





Advice on Press Dealings fii: cin 

The public relations department, ation chang 
New York Life has distributed reprit'§mplications 
of an article entitled “Businessmen and rehabili 
the Press” that appeared in the Harvatfftealth mai: 
Business Review in May to home ftliding reh: 
fice executives and to branch manageMging popul 
The article was written by William “Bangements, 
Pinkerton, an experienced newspapt'Becreational 
man now directing the Harvard Ne™rams and 
Office. ations, and 

The discussion includes pointers fo 
businessmen on how to understand a 
meet the press and advice on dealit 
with the reporters. Space is given 
personal factors, the position of af 
vertisers, and “free space.” set ! 
rules for sizing up the reporter and! 
problems is suggested. 
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res life Men fo Take 
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screw @Problems of Aged 


Society 

s “assure! 

‘st Virginy 
Insurance Implications 
Seen in Conference at 
Washington Aug. 13-15 
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The life 
well represented at the Aug. 13-15 con- 


home own! ; : 
f the Weeierence on aging at Washington spon- 
iducementfsored by the federal security agency, 







indicating the importance placed on the 
problem by insurers. The continual 
growth of the aged part of the popu- 
lation, among the results of which have 
been the pension boom and social se- 
curity and its expansion, has both far 
reaching and immediate effects on life 
insurance particularly in the sales field. 
The national exploratory forum will 
include four work sessions on problem 
lan whid identification, problem diagnosis, devel- 
life insur opment of action programs, and a state- 
iment of goals and recommendations. 

Hundreds of delegates from interested 
roups are expected at the sessions the 
objectives of which are to provide a 
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take a more useful and: satisfying part 
in community life. There is hope that 
ifthe conference will stimulate an ex- 
“Echange of ideas on the problem which 
“will contribute to its solution through 
foluntary and public organizations in 
A. Park city and community. The 
as ark problem as it affects the individual, his 
Miamily, and his community will be de- 
ined. The conference will also promote 
Fresearch on aging in fields such as em- 
ployment, health, education, recreation, 
rehabilitation, and social and psychologi- 
cal adjustment. Findings will be sub- 
mitted to interested groups, including 
the federal government, as guide lines 
ior developing policies with regard to 
ipthe aged. 


nsurance Connection 


oe | A directly seen connection of the con- 
, ference to life insurance is the neces- 
fsity for the contribution of life in- 
urance experience and thought to the 
development of its findings so that the 
orum, whose transactions will 
tudied by national and state legislators, 
loes not disintegrate into a sounding 
ward for the exponents of socialized 
solutions to national problems. Com- 
panies and agents are directly affected 
m that their principal business is the 
olution of what is probably the main 
problem of most aged—financing their 
retirement. Group insurers are con- 
cerned because of the direct relation of 
the problem to pensions and group an- 
luities, 

There are other facets of the prob- 
em on the agenda which are related 
t0 life insurance, Four work sessions 
vill be held in each of the following 10 
helds: Aging and research, and popu- 
ation changes—the social and economic 
implications; employment, employability, 
and rehabilitation; income maintenance; 
ealth maintenance and_ services, in- 
luding rehabilitation; education for an 
Rging population; family life, living ar- 
angements, and housing; creative and 
tcreational activities; religious pro- 
Rams and services; community organi- 
ations, and professional personnel. 
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Prominent Officers Attend 


BA preliminary list of life insurance 
People who have accepted invitations 
0 the conference includes M. Pg 
inton, president Provident Mutual; 
{cAllister Lloyd, president echoes 
(CONTINUED ON PAGE 24) 








Plan Intensive 
Campaign in Wash. 
UCD Referendum 


Endeavoring to maintain the success- 
ful record established this year in con- 
nection with compulsory insurance leg- 
islation, on both national and_ state 
levels, ‘A. & H. interests are now cen- 
tering their attention on the referendum 
vote at the general election in Novem- 
ber on the compensation disability laws 
in the state of Washington, which was 
enacted by the 1949 legislature and 
“stayed” by more than 70,000 voters 
who signed the initiative petitions. 

The Washington situation is one of 
especial interest, as it is the first time 
that the voters in any state have had 
a chance to express themselves in re- 
gard to such a measure. The proposi- 
tion submitted declares that the people 
of Washington want the bill enacted by 
the legislature to become a law. In 
order to carry, it would have to receive 
a majority of all votes cast at the elec- 
tion, and not merely those voting on 
the proposition, so that all of those tak- 
ing part in the election but not voting 
on it would be in effect, voting against 
it. That fact in itself would make it 
rather difficult for the proposition to 
carry and the CIO in Washington has 
come out in opposition to it, as it de- 
sires a monopolistic state fund. 

Opponents of the measure, however, 
would not be content to have it de- 
feated in that way. They want to roll 
up a clear-cut majority against the 
proposition so as to establish a prece- 
dent which can be used in case a similar 
situation arises in other states. A state- 
wide committee already has been set up 
and in the four weeks immediately pre- 
ceding the election a tentative campaign 
to secure the largest possible vote 
against the proposition will be carried 
into even the smallest towns and ham- 


Hubbard Resigns as 
Ida. Commissioner; 


Name Leo O'Connell 


BOISE, IDA.—James Hubbard, 
Idaho insurance commissioner since 
1947, has resigned. Leo O’Connell of 
Boise has been named to succeed him. 

Dismissal of Mr. Hubbard had been 
recommended by the Ada county grand 
jury “to protect the people of the state 
and the insuring public.” The jury, after 
investigating the department and ques- 
tioning Mr. Hubbard, stated that “the 
insurance department is in a chaotic 
condition, and that the commissioner 
is not qualified to conduct the business 
imposed upon him by the laws of the 
state.” 


O’Connell’s Insurance History 


Mr. O’Connell first entered the busi- 
ness in Miles City, Mont., in 1916 to 
1925 as a local fire and casualty agent. 
He left Miles City for San Francisco and 
was salesman for Hardware Mutuals in 
the Bay area. From 1929 to 1941 he was 
state representative in Idaho for Hard- 
ware Mutuals. From 1941 to 1950 he 
was a local agent in Boise. 





Shoul Leads Mutual of N. Y. 


Jacob W. Shoul of the Boston agency 
of Mutual Life of New York held first 
place among the company’s leading pro- 
ducers during the first six months of 
1950. 





lets of the state. In many previous ref- 
erendum votes in Washington, the 
campaigning on the question at issue 
has been confined quite largely to the 
larger cities of the state and the vote, 
in some cases at least, has not been 
entirely representative of the sentiment 
of the state as a whole. 











tent that it is necessary to 
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larly good prospects. 


benefit available.” 








Prospect Preference 


Jack C. Krause, member of our William H. Nich- 
olls, Jr., Agency at Lansing, Mich., when asked for his 
impressions of recent trends in selling, answered: 


“As one grows older in the business, the problem of 
service and paper work becomes quite heavy, to the ex- 


sible to make calls only on people who may be in a 
position to buy. As a result of this, I try to eliminate 
the names of persons who would not appear to be able 
save a fairly substantial amount in life insurance. 


“T have found that professional men, particularly the 
professional man and the doctor in the small community, 
seem to have a much better income at this time than 
they did a few years ago. I think these men are particu- 
Doctors, no matter where they 
are, are good prospects for the disability income pro- 
vision, and I have found that I have been able to gain 
an audience with many of them who I do not feel I 
could have talked to had we not had this particular 


THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


try to do everything pos- 














New Social Security 
Law to Launch 
Sales Campaign 


Hope to Sell Groups Newly 
Covered and Contact All 
Clients to Revise Programs 


The signing by President Truman of 
the social security act revision will un- 
leash a major sales effort by companies 
and agents that is expected to continue 
for many months. 

Agency departments and sales pro- 
motion men have been following the 
progress in Congress of the expanded 
act and have prepared special sales cam- 
paigns keyed to the social security ap- 
proach. 

Though the precise wordage of the 
law has been in doubt until the very 
final stages companies have been up- 
to-dating material with each announced 
change and weeks in advance were ready 
to move the day the President signed 
the bill. 

Agency men are enthusiastic about 
the sales possibilities presented by the 
revision which brings in 10 million ad- 
ditional persons and raises benefits for 
all those already covered. There were 
hopes that the revision would become 
effective October 1. 

Those newly coming under the law 
are automatically nominated for both 
program and package sales talks show- 
ing them how to blend social security 
with life insurance to get protectign. 

Agents need only increase the figures 
they have been using in their standard 
approach since the basic idea doesn’t 
change. Seasoned agents who experi- 
enced the sales results of the original 
adoption of the act in the 1930s expect 
to see repeated in a smaller way the 
boom in programming and other sales 
that took place then. 


Revising Programs 


The increased benefits will provide 
producers the opportunity to contact all 
clients whose programs already include 
social security to bring their coverage 
up to date. Alert agents are ready to 
do this now and capitalize further on 
the change. 

Agents will use inflation as an argu- 
ment against decreasing insurance be- 
cause of higher benefits or to counter 
talk that insurance isn’t needed at all 
because of higher benefits. 

Home office sales promotion men ex- 
pect to launch what may be the great- 
est of all life insurance direct mail 
campaigns on one subject. Millions of 
letters will be sent to prospects whose 
names have been collected at home of- 
fice points. Indicating the size of the 
direct mail campaigns planned, one 
large eastern company expects to send 
150,000. letters as part of a test cam- 
paign and to follow this up with many 
more letters depending on the results. 


Direct Mail Deluge 


The public will literally be deluged 
with the avalanche of direct mail ma- 
terial on social security and life insur- 
ance. These letters will be mailed the 
day the President signs the bill. 

Educational meetings will be held im- 
mediately at the agency level to pre- 
pare agents to discuss the subject 
authoritatively. 

Some companies have prepared sales 
promotion tie-ins scheduled to go with 
national magazine and radio advertising. 

The procedure followed in many com- 
panies started several months ago. 
Agents were told to collect names and 

(CONTINUED ON PAGE 23) 
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* Quality Award Win- 
ners selected yearly 
by The National As- 
sociation of Life Under- 
writers and the Life 
Insurance Agency Man- 
agement Association. 


J. T. SIMPSON 
Eldon, Missouri 


As a loyal ONLI since 1938, Walter M. Straw of the Geo. Wade Agency, 
Harrisburg, Pa., has firmly established his reputation as a_ successful 
career life underwriter of first-class business. 


Among the underwriting accomplishments of J. T. Simpson, associated 
with the L. A. Wood Agency of Springfield, Mo., are sixteen years of 
quality production and continuous membership in The Ohio National 
App-A-Week Club. 


he VHIO NATIONA 


LIFE INSURANCE COMPANY, Cincinnati, Ohio 





























Can You Organize and Develop 


YOUR OWN GENERAL AGENCY? 


Reserve Life, the Company building for the Agency, has openings 
in many choice territories for General Agents. The Company 
operates in 34 states and the District of Columbia. 


In addition to all standard policy forms, Reserve Life issues special 
forms such as Retirement Income, Juvenile Education, and Mort- 
gage Redemption. Liberal non-medical limits—sub-standard up 
to 600 per cent. Complete tested mailings to help you build 
your business. 

For further information about the Company that REALLY CO- 
OPERATES, write to S. J. Gilbert, Vice President and Director 
of Life Agencies. 


RESERVE LIFE 


INSURANCE COMPANY 


HOME OFFICE: DALLAS, TEXAS 

























accident insurance with Harlan S. Don 
Carlos as chairman, and compulsory 
non-occupationa] disability benefits with 
Leslie P. Hemry as chairman, the 
main subject is voluntary and com- 
pulsory_ non-occupational disability 
benefit plans, and Blue Cross and other 
non-profit plans will be treated by Louis 
H. Pink, chairman of Associated Hos- 
pital Service of New York; insurance 
company plans by Neville Pilling, U. S. 
manager of Zurich, and federal plans 
and proposals by a speaker to be an- 
nounced. 

At the round table on life insurance 
law with Tom Leeming of Chicago as 
chairman, the question of common 
disaster will be handled by Lelia E. 
Thompson of Hartford, and “Wash- 
ington Scene as it Relates to Life In- 
surance and Life Insurance Law” by 
Robert L. Hogg of American Life Con- 
vention, 

At the general session Sept. 20, there 
will be an address on “Pitfalls In In- 
surance Policies,” by Gordon N. Shaver, 
K.C. barrister at law, and “Control 
and Regulation of British Insurance 
Companies,” by David Kadyk, Chicago, 


To Provide Auto Contract 
Death Cover in Michigan 


Citizens Mutual Automobile of Mich- 
igan and Michigan Life have joined in 
a program to provide coverage of auto- 
mobile contract balances in the event 
of the death of car purchasers. 

Scott E. Lamb, Michigan Life exec- 
utive vice-president, said the program, 
known as the “Life Protector Plan,” is 
being inaugurated for the first time in 
Michigan. Under its provisions, he said, 
the borrower is insured by Michigan 
Life for the unpaid balance due at the 
time of death. Citizens Mutual’s agents 
will write the policy in combination with 
their regular auto coverages. 


D. A. Peterson Promoted 


Midwest Life has appointed Dwayne 
A. Peterson manager at Laurens, Ia., 
succeeding his father, the late Ernest 
E. Peterson. Mr. Peterson was in bus- 
iness with his father. He attended 
Southern Methodist school. 






























tress. 

The chances of death in a family ris 
as the age of parents increases and a 
children continue to be added. Thy 
when the father reaches his 40th birth 
day there are about 115 chances pe 
1,000 of losing at least one membe 
through death within a decade. Thi 
chances are even greater in the typicd 
family headed by a husband age 4 
About one in every six such familie 
can expect at least one death in th 
next 10 years. More often than no 
where the husband is from 40 to 50 year 
old, the death involves the head of th 
family himself. 

There are some important social am 


economic implications in the situatioy : 


Metropolitan points out. Raising 
family while the parents are still youm 
minimizes the chances of early tamil 
disruption by death. Also significant 4 
the fact that the first death in th 
family is likely to be that of the hw 
band. In both respects, Americans a 
fortunately situated compared with mai 
other countries. Americans marry eat) 
and the level of mortality is low. Family 
protection through life insurance ¢ 
ceeds that of other countries. Fot' 
fifths of all American families are I 
sured, with an average of $6,000 pé 
family. Not only is the average tt 
creasing rapidly but the proportion 
families protected by life insurance # 
also rising. 









Hit Largest Single Month 
The Joshua B. Glasser Chicago get 

eral agency of Continental Assuranij 

will write substantially in excess of! 
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Ready for Bar Metropolitan Life  |L.I./ 
Group Insurance Has Family Sch 
Rally Sept. 18 Mortality Table _—|by 5 
WASHINGTON—The American Bar NEW YORK— Metropolitan Lijeg Ut" 
Assn. convention here Sept. 17-20 will statistical department has worked oy Canada i 
be marked by activities of its insurance a family mortality table showing th Manage 
law section including the following: likelihood of death among any of, school it 
Sept. 18, luncheon meeting of officers, family’s members. of their 
councilmen, committee chairmen; Sept. | As might be expected, the probabilyg' 255° 
19, breakfast, committee on life insur- is small that a newly formed fame current 
ance law; meetings of round tables 1, 2, will soon be affected by death. Wheg .L2€ S¢ 

3, and 4, 2 p. m. and round tables 5, 6, the husband is 25 years old, the wig ‘arse 
7 and 8, 6:30 p. m., at the Mayflower; 24, and the child is an infant the chaned financial 
reception, 7:30 p. m.; general session in- are only 5 per 1,000 that one or mo; rebuildin 
surance section 8:30 p. m.; Sept. 20, gen- members will die within a year. Hoyp ove! ; 
eral session insurance section; annual ever, within the ensuing 10-year perio "8 4°Y < 
dinner. the chances are far from negligible, he ™2%48¢" 
John F. Handy of Massachusetts Mu- ing 41 per 1,000. ings in t 
tual Life is chairman of the section. In a well-established family wheg 1% his 
At the session the afternoon of Sept. the husband is 35, the wife 32, and thg ™a%asiné 
18 the address of welcome will be given children 6 and 9, the probability is sijf ew Em 
by Oliver Gasch, assistant corporation small that death will strike within'§&s, t° h 
counsel, department of insurance for short time. In fact, the chances 4; and to g 
the District of Columbia, and the re- death within a year are only 5 pep with all t 
sponse by Henry W. Nichols, of Na- 1,000—the same as in families previousip of Prom 
tional Surety, the last retiring chair- referred to, where the husband was | ical staff 
man of the section. years younger and there was only onp agency 1s 
Administrative reports will be given child. The explanation is that thf you coulc 
by the secretary, Ralph H. Kastner of chances of survival for the children im Leland 
Chicago; membership, Howard L. prove sufficiently after infancy to off lared the 
Smith, Tulsa; publications, Harry W. set the small rise in the chances of {functions 
Raymond, New York. death for their parents. The probabilitpimg an ag 
There will be an introduction of that such a family will suffer a log manager 
Edson L. Haines, chairman insurance within 10 years, however is 74 per 1,00p One of tl 
section Canadian Bar Assn. ‘ : said, is bi 
An address will be given by Roscoe High Percentage of Family Heads en 
Pound, dean of the school of law of _  .- ss _.,  ,ffaid mot 
University of California, and another . _ poe ig of joel wae oa di Fidelity 
on “The Courts and Comparative ™ ee een none Ai marred AT Sf oresumptt 
Negligence” by Justice Walter F. ts S ene cal rc ri “tell a mas 
Schroeder of the Ontario supreme ‘tS Statistical Bulletin. In 1948 thei. shoul 
onuet. were about 21,000 husbands in the U.S But the 
At the round table on health and Who died before they reached age 3p ooas of ¢ 
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million in new annual premiums ti 
year based on business produced durlj 











the first six months. In June the agent \ 


paid for the largest production writtd 
in any one month since its inception, a 
has had a_ substantial increase evel 
year since Mr. Glasser was appoint 
general agent in 1943. Mr. Glass 
started his life insurance career W 
Equitable Society and wrote $5000 
in business in his first year. He 3 
life member of the Million Dollar Rou! 
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LLA.M.A. Graduate 
School Attended 
) by 51 Managers 


Fifty-one managers of the U. S. and 
Canada attending Life Insurance Agency 
Management Assn.’s second graduate 
school in agency management heard six 
of their fellow agency heads, in addition 
to association staff members, discuss 
current problems. 

The school emphasized these subjects: 
charge on workmen’s 
fnancial management, morale building, 
rebuilding established organization, and 
over-all operating procedure for manag- 
ing any agency. Course material brought 
managers up to date on research find- 
ings in these fields. 

In his talk, “The Financial Side” of 
managing an agency, Albert W. Moore, 
New England Mutual, told the manag- 
es to help their agents pay off debts, 
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with all their problems. 


ical staff,” he said, “and hence our 


you could find.” 


ildren im 
cy to ofp 
shances op unc : dH 
probability ing an agency, if he is a good business 
Fer a log manager and £ 
per 1,00p One of the most important of these, he 
: said, is building morale in his agency. 
Continuing the discussion of morale 
aid motivation, George A. 





cared that a manager has “close to 300 
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presumptuous in a democratic society to 
tell a man what things he should seek. 
He should choose his own objectives. 
But the wise manager can learn the 
goals of each of his agents. 
learn what things they value most, we 
a fashion our appeals to them accord- 
ingly.’ 


A Definite Time for Recruiting 


Ralph H. Rice, Prudential, presenting 
‘Phis ideas on the selection and induction 
of the new agent, warned, “If you do 
not set aside a definite time for recruit- 
ing, the job simply will not get done. I 
hate to be hurried into selecting a man 
—I get scared. If you can’t find some- 
thing wrong about the prospective 
agent, get scared. Every man has some- 


family ris 
es and a 
led. Thus 
10th birth 


cade. Th 
the typicd 
d age 4i 
h_ familie 
ith in th 
than noj 
to 50 yet 
nad OF find it out before you hire him him than 
sacial ani ater.’ 

Coa Raleigh R. Stotz’ talk was actually 
Raising about “the mistakes I’ve made trying to 
till vou build an agency.” He touched on: selec- 
rly fami tion—“we found it took 50 hours face 
nificant ip '° face with prospective agents to con- 
rh in th tract the man we want”; promotions— 
f the hu} ! you lose a good man by way of pro- 
ricans ajMotion, you’ve got to be able to close 
with mofUP your ranks and go ahead”; and 
arry eatl! fnancing—“I used to say to the new 
w. Familgagent, ‘Don’t your worry about finances, 
rance eget me.’ That was a mistake—they took 
‘es, Fouwrgme seriously.” 

es are it?! The concluding guest speaker, John 
$6,000 pO. Todd, Northwestern Mutual said, “A 
rerage igmanager will go to pieces if he becomes 
portion “fa part of each agent’s problems. He 
surance Must be able to look at these problems 
objectively, and thus give objective as- 
sistance. It’s the top executive’s job in 
aly organization to do the long and 
short-range planning. To the extent 
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is falling short of his full responsibilities 
a an executive.” 





the association staff, were: H. Fred 
Monley, director of the graduate school 
and assistant director of company rela- 


managing director; Lewis W. S. Chap- 
@'an, director of company relations; S. 


and Laurence S. Morrison, research con- 
sultant. 

Har Rout The managers attending the Graduate 
cted vitgochool were all graduated earlier from a 


compensation, | 


‘Sand to give them wholehearted support | 
! “We live up to | 
our promises to our sales force and cler- | 
agency is as efficient an organization as | 
Leland F. Lyons, New York Life, de- 


tions to perform in properly direct- | 


a good sales manager.” | 


Hatzes, | 
Fidelity Mutual, told the class, “It is | 


If we can | 


thing wrong with him and it's better to | 


that daily routine activities infringe on | 
his time for thinking and planning, he | 


Other discussion leaders, members of 


tions; Charles J. Zimmerman, associate | 


ans Wallace, Jr., director of research, | 


surance #gular school in agency management | 
a 


td were invited to attend because of 


their agency building record. Twenty- 
three member companies were repre- 
sented. An informal poll showed that 
total personal insurance owned by the 
managers was almost $5 million. 

At the conclusion of this school year, 
the association will have completed 99 
schools in agency management. The 
first school was held in 1929 and al- 
though many managers have attended 
more than one school, a school for grad- 
uates, with a specially designed curric- 
ulum, was not held until last year. 

An executive committee, elected by 
the class of the graduate school, was 
made up of the following managers: Mr. 


Moore, chairman; Mr. Lyons, Mr. Todd, 
Sidney L. Marks, and Clifford Hender- 
son, Prudential. 

During the one week course, guests at 
the school included Ward Phelps, direc- 
tor of training, Mutual Life of New 
York, and Benjamin N. Woodson, ex- 
ecutive vice-president, State Life of In- 
diana. Both men are former association 
staff members and lecturers at the 
schools. 





Values Juvenile Cover 
Beryl Scott Weissmuller, the divorced 
third wife of ex-swimmer and now screen 


Tarzan, Johnny Weissmuller, places 
great value on juvenile insurance. Ina 
marital settlement at Los Angeles in 
which she also received back alimony 
and support she received a favorable re- 
sponse from the court to her request that 
the movie actor be ordered to keep up 
payments on $10,000 policies written on 
the lives of their three children. They 
were divorced in 1948 and he has since 
remarried. 





Colonial Life has declared a dividend 
of $1 per share, payable on Sept. 8, 
1950, to stockholders of record Sept. 1. 
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“WELL, I'M CERTAINLY GLAD 
70 SEE YOU AGAIN!" 


This is the kind of relationship with our policy- 
holders that we want The Mutual Life’s Field 
Underwriters to cultivate. So we encourage 
such follow-up “service calls” by paying our 
Field Underwriters extra compensation for 


making them. 


These visits are primarily intended to offer 
our policyholders free professional counsel on 
family security problems. They are, of course, 
a natural extension of our INsuRED INCOME 
approach to life insurance selling—which is a 
visualization of the prospect’s needs. Since 
those needs inevitably change, so should the 


life insurance program. 
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One by-product of the service calls is the fre- 
quent development of repeat business among 
present policyholders. Take the case of the pol- 
icyholder who made the remark quoted above. 
Over the years, our Field Underwriter has been 


able to help him adapt his life insurance pro- 


gram to changing circumstances and responsi- 
bilities many times. 

Today, this client owns six times the amount 
of life insurance he had the first year of his 
marriage. He has become “many customers in 
one.” And he is a satisfied customer because— 
without having to request it—he has had 


continuing service. 


Our 2nd Century of Seruice 


THE MUTUAL LIFE 


INSURANCE COMPANY of NEW YORK 
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the right mate. 


not be first-cousin 


HOME OFFICE: 








FUNNY THAT WAY... 


A California professor who has been teaching 
the Science of Marriage for 27 years says 
women shop around more carefully for a hat 
than they do for a husband. Men, he says, are 
more concerned over getting the right car than 


Wonder if this quirk of human nature might 


to the quirk that often 


makes a breadwinner frown at the high cost of 
maintaining a family, on the one hand, and on 
the other hand wonder why $1,000 of insur- 
ance money shouldn’t be enough for them 


when he isn’t around. 
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NORTH AMERICAN 


Life and Gasualty Company 


Founded 1896 
MINNEAPOLIS, MINNESOTA 


H. P. SKOGLUND, President 























Life - Health - Accident - 
Hospitalization Insurance 
are all necessary 


THE UNITED SELLS THIS COMBINATION 


For particulars write to WM. D. HALLER, 
Vice President and Agency Manager 


UNITED 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e 
Concord, New Hampshire 











Pacific Mutual 


Hearings Start 


LOS ANGEL E S—Commissioner 
Downey opened a hearing on the peti- 
tion of Pacific Mutual Life Tuesday 
for approval of the plan of mutualiza- 
tion. 

Appearing in opposition were the old 
Pacific Mutual Life, represented by At- 
torney Irving Walker and the non-can- 
cellable policy holders committee repre- 
sented by Paul E. Iverson. 

Mr. Downey said the hearing was pri- 
marily for the purpose of determining 
the ownership of the company. He went 
into the history of the proceedings from 
1936 to date and said “The insurance 
commissioner as liquidator of the old 
company still holds the beneficial inter- 
est in all of that stock. The stock to be 
purchased is the stock of the new com- 
pany held by the commissioner as li- 
quidator of the old company. No pro- 
posal has been made to purchase the 
stock of the old company. The plan of 
mutualization is not in any sense a pro- 
posal of financial reorganization. It is 
just a proposal to change the form of 
the company from a stock corporation 
to a nonstock corporation.” 

The greater part of the morning was 
taken up by counsel for the company 
introducing documentary evidence in the 
case. The only witness heard was Sec- 
retary-Treasurer Lyman P. Robertson 
who testified as to the issuance of the 
stock certificates in new company to in- 
surance commissioners Carpenter, Cami- 
netti, Garrison and Downey. 

Counsel for the company read into the 
record the fact that Downey because of 
his anomolous position as liquidator and 
conservator of the old company, con- 
servator of the new company and insur- 
ance commissioner appearing in the peti- 
tion had not been asked to consent to 
the reorganization plan until he had 
heard and weighed all the evidence in 
the case. 

At the afternoon session Mr. Robert- 
son read a lengthy statement covering 
the history and background of the pro- 
ceedings leading up to this hearing. He 
was cross questioned rather severely by 
Mr. Walker and on the latter’s objec- 
tion certain portions of the statement 
were stricken as conclusions of witness. 
Mr. Mitchell, chief counsel for the com- 
pany, offered to supply the documentary 
evidence for that portion of the state- 
ment stricken. 

Miss Nancy Devers, a_ policyholder, 
intervened in the proceedings and asked 
a number of questions as to the stand- 
ing of policyholders if and when the 
plan is approved. She was referred to 
actuaries of the company and the de- 
partment for answers to her questions. 

Joseph Chrisman, associate actuary ot 
Metropolitan Life, testified that under 
the direction of the valuation committee 
he had made a study of the amount 
necessary for restoration of non-can 
policies and corroborated the. figures 
given by Mr. Robertson in his state- 
ment. 





Atlantic Alumni Meet 
at Rye, N. Y. in October 


The Atlantic Alumni Assn. of the 
L.I.A.M.A. schools will meet for a two- 
day conference Oct. 27-28 at Rye, N. Y. 

A major part of the program will be 
made up of two panels in which many 
well-known managers will take part. The 
panels will be concerned with recruiting 
and development of the career man. 
Over-all theme of the meeting will be 
“Management in Action.” ; 

Charles J. Zimmerman, associate man- 
aging director, and S. Rains Wallace, 
Jr., director of research of the associa- 
tion, are also scheduled to address the 
managers. New alumni officers will be 
elected at that time. 

The Atlantic Alumni Assn. has been 
active since 1939. There are more than 
500 school graduates in the Atlantic 
area, where about a quarter of the asso- 
ciation’s member companies have their 
home ofiices. 


N. W. Mutual Agent 
Elect C. A. Seys 


Clifford A. Seys, Grand Rapids, wa 
elected president of the Northwest 
Mutual Association of Agents at th 
closing session of the 70th annual meg, 
ing. Other new officers are Royg 
Brown, Winston-Salem, N. C., vice-pre 
ident, and William C. Hewitt, Milway 
kee, secretary-treasurer. Members name 
to the executive committee who will }j 
in charge of the 1950 meeting, are May 
rice J. Koch, Cincinnati; Raymond | 
Dolwick, Cleveland; Russell L. Lay 
Baltimore; Leigh T. Prettyman, Musk. 
gon, Mich., and Julian D. Walter, cha 
tanooga. 

Elected by other Northwestern agep 
groups which met during the gener 
convention were: 

General Agents Assn.: E. T. Proctor! 
Nashville, president; Harry Krueger 
New York City, Nelson D. Phelps, Chi. 
cago, and Ralph Teisen, Denver, vi«. 
presidents, and Frank R. Horner, Maj. 
son, Wis., secretary-treasurer. 

District Agents Assn.: Stanley § 
Trotman, New Haven, Conn., president 
George Venable, Columbus, Ga., and (| 
Ron Damon, Lansing, Mich., vice-preg 
dents, and C. J. Cotton, Lawrence 
Kans., secretary-treasurer. a 

Special Agents Assn.: A. J. Ostheim. 
er, Philadelphia, president; Lee Lover. 
thal, Chicago, and J. Harry Veatch, Lo 
Angeles, vice-presidents, and Herber 
J. Schwahn, Milwaukee, secretary-treas 
urer. 

C. L. U.: Carl McCann, Indianapolis 
president; Leigh Prettyman, Muskegon 
Mich., vice-president; James P. Bissett 
secretary, and James W. Runk, trea 
urer, both Harrisburg, Pa. 





See No Need for Extensive 
Duplication of Records 


The threat of war has not caused ; 
shifting of company records similiar t 
that which took place during the wa 
when bombing was anticipated. Sine’ 
then many more companies have gor: 
in for microfilm to create auxiliary set 
of especially valuable data. Some ¢ 
these are stored in home office file 
or vaults or in nearby archives. Du: 
ing the war many companies moyvel 
some files to outlying cities. 

Some companies have used microfili 
on dead records while others on | 
regular basis bring their live recor( 
up to date and keep a second set 0 
figures. 

A real war scare has not materialize! 
and that is the principal reason behini 
the decision to stand on present recor! 
keeping processes. The cost of dupl 
cating every home office record wow 
be prohibitive. Companies prefer * 
take a calculated risk on record destru 
tion feeling that practically no recot 
is irreplaceable. Some records woul 
be almost as costly to duplicate not 
as they would be to reconstruct frojj 
other information and the different} 
isn’t enough to warrant the & 
penditure at present. 

Companies also have duplicate sé! 
of some records as a normal precauti 
against fire. Claims records, probabl 
the most important from the publ 
viewpoint, could be rebuilt from 
duplicates now kept in agency offi 
over the country. 





Zone 5 Meeting at Topeka 


Commissioners of zone 5 will met 
at Topeka, Oct. 12-13, with Kans 
Commissioner Sullivan, new  vice-pre! 
dent of N.A.LC., as host. Preside! 
Ellery Allyn of Connecticut will attet4 
Headquarters hotel is the Kansan. 





New Conference Members 


American Fidelity of Fort Worth @ 
Mutual Savings Life of St. Louis hat 
joined H. & A. Underwriters Conmit! 
ence, bringing the membership to 
companies. 
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enti Mass. Mutual 


Leaders Club 
Program Ready 


The Leaders Club of Massachusetts 
Mutual Life will hold its convention Au- 
gust 7-9 at White Sulphur Springs, W. 
Va. Over 500 will be present. 

The theme will be the sales approach 
and will feature panel discussions on or- 
ganized activity, prospecting, and indi- 
vidual sales ideas. 

Theo. M. Green, Oklahoma City, 
president of the Agents Association, 
will preside at the opening session when 
President Leland J. Kalmbach will ad- 
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n agenp dress the convention. Vice-president 
generp Chester O. Fischer will conduct the 
Court of Honor, giving recognition to 
Proctorf outstanding accomplishments of field 
<ruegerp men. : ae : 
ps, Chip An organized activity panel featuring 
r, vie Ewing Carruthers of Memphis, chair- 
, Mad.@ man; John M. Russon of Los Angeles, 
Donald F. Lau, Detroit, and John E. 
iley Sf Mann of Albany, will deal with success- 
esident}, ful work habits. Henry C. Flower, Jr. 
and (} and Maurice F. Hanson, vice-presidents 
e-presif, of the J. Walter Thompson Co., will 
wrenc} close the morning session with talks on 
~ the company’s national advertising. 
stheims William F. Hughes, Memphis general 
Lovenf agent and president of Massachusetts 
ch, Log Mutual C.L.U. Assn., will preside at the 
Herbert C.L.U. luncheon, at which Lucien Mer- 
y-treas), cier, prominent Washington attorney, 
will be the speaker. Mr. Fischer will be 
napoli toastmaster at a dinner meeting when 
skegoxp Mr. Kalmbach will present emblems to 
Bisset! 13 with 25 or more years of service and 
, trea John Fisher, Canadian broadcaster and 
lecturer, will deliver an address. 
Prospecting is Panel Topic 
sive Richard J. Katz of Rochester will pre- 
side at the Tuesday morning meeting 
which will open with a panel on “Pros- 
susie pecting for Today’s Market.” The panel 
‘liar tf Will include Albert M. Palmer of Miami, 
he wa chairman; Nathan S. Bienstock of New 
~ Sineg YOrk, Allen B. Coffman of Philadelphia, 
re got Clarence E. Pejeau of Cleveland, and 
ry se William W. Ray of Richmond, Training 
sme cp Director C. Lowell McPherson will an- 
~e fief ounce and explain 13 new package sales 
s Dup Plans. 
‘moveh) . Walter H. White and Henry E. | 
Franzen, both of Chicago, will present 
icrofil 4 Prospect-salesman skit on “Business 
on  Insurance—A Ready Market.” James 
recor, M. Blake, manager of field service, and 
set of John W. Yates of Los Angeles, chair- 
man of the 100th anniversary committee 
rialize® for the General Agents Assn., will dis- 
behinf cuss the latest plans for the company’s 
-recorf centennial celebration. 
+ duplf{ William R. Robertson, general agent 
| woulf at Boston, will be chairman of the 
efer tif! Wednesday morning session and will in- 
destruf troduce a panel entitled, “It Sells for 
recoif Me.” T, Loehl O’Brien of Washington, 
woul chairman; H. Martin Nunnelley, Nash- 
te now villee Meyer L. Balser of Atlanta, A. 
ct frou Jack Nussbaum of Milwaukee, Miles J. 
fferen# McNally of Minneapolis, and J. Berkley 
1e «6 Ingram, Jr. of Greensboro will discuss 
successful sales methods. Company of- 
ite sth ficers will present sales ideas based on 
scautif their departmental activities. In closing 
robab!f the convention, Mr. Fischer will speak 
pubif on “The Business of Life Is to Go For- 
om th ward.” 
office 
N. C. Is Tightening Up 
veka} 09 Temporary Licenses 
1) mef RALEIGH, N. C. — Commissioner 
Kans Cheek is tightening up on issuance of 
-e-pres temporary agents’ licenses. Starting 
reside™ Sept. 1, temporary licenses, good for 
atten 0 days, will be issued only to industrial 
fn. ife agents and in emergency or hard- 
stip cases. 
This is done, Mr. Cheek said, to stop 
ENS F agents from securing a temporary li- 
rth ag feMSe to sell life insurance and then 
‘is. hat ranching out into hospitalization and | 
Conieg | & H. He said this has been al- 
028 patther too prevailent in North Caro- 
a. 
Sept. 1 an applicant must: (1) Be an | 





agent appointed by an insurer issuing 
policies on the industrial plan, actually 
collecting and servicing an industrial 
debit; (2) be the personal representa- 
tive of a deceased licensed agent, gen- 
eral agent or broker, or his surviving 
spouse or some other proper person; 
(3) be an employe, legal guardian or 
spouse of a licensed agent, general agent 
or broker becoming disabled because of 
sickness, sneeietie Annan or injury. 


William R. Balkin le led the Rappaport 
agency of Pacific Mutual Life in Chi- 
cago for the eighth consecutive club 
year. 


Hartford to Get 
16-Story Hotel 


The Statler hotel company has an- 
nounced plans to build a 16-story 450- 
room hotel in Hartford to be known as 
the Hartford Statler. Construction of 
the $5 million structure will begin next 
year and be completed by 1952. The 
cost will be financed by Travelers and 
Aetna Life. 

Insurance and other visitors to the 
town have long been inconvenienced by 
the city’s hotel shortage.The inability 


to find hotel accomodations in the town 
was felt first in the early war days 
and it never improved. This has handi- 
capped persons calling on home offices 
there. 

The hotel will be erected on a 43,000 
square feet corner plot facing Bush- 
nell Park with 280 feet of frontage 
on Ford Street and 120 feet on Pearl 
Street. The structure will be air con- 
ditioned, insulated and sound proofed. 





Policyholders had accumulated policy 
reserves of $51,456,000,000 in all United 
States life insurance companies at the 
start of 1950, more than four times what 
they had in 1947. 
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(4) HAPPY MAN 


While light on copy and light in treatment, this series of advertisements on 
the living values of life insurance is a serious tribute to every life underwriter 
in the business who is helping people to understand and to use life insurance 


to solve life’s financial problems. 


HomeE Lire INSURANCE Co. 
256 Broadway, New York, N. Y. 


“4 Career Undortriters’ Company”’ 
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gratulations. 


F. Gordon Brown 

Dale A. Christensen 

Howard M. Koepke 
*Carl Lutz 

Edgar P. Nispel 
*Jay Overholser 

Milo B. Roberts 

John F. Smith 

John S. Spencer 

Glen M. Stewart 





HOME OFFICE e 


To the twenty-one Bankers Life of 
Nebraska representatives who have 


; qualified for the 1950 National Qual- 
ity Award, we extend our sincere con- 


Leslie J. Carr 
*Earl F. Goodrich 
J. E. Knoflicek 
*W.H. McCaig 
Gordon G. Norvell 
James H. Rice 
Daniel S. Seiverling 
Russell E. Snygg 
*Charles M. Stewart 
Fortune A. Sullo 


Glenn F. Waugh 


*Qualified for receipt of Five Year Award. 
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RAYMOND F. LOW, President 
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Manhattan Life Is 100 Years Old; 


Claims Whole String of Firsts 





Manhattan Life on Aug. 1 marked the 
100th year in its history and looked back 
on a whole string of firsts in the ac- 
complishments of the century. It was 
back in February of 1850 when 30 trus- 
tees, including the mayor, the future 
mayor of New York and the future gov- 
ernor of New York got together to start 
a life insurance company. The first 
meeting of the board of directors in 
June of that year took place in the office 
of the mayor. The first president of 
Manhattan Life was Alonzo A. Alvord, 
a retail hatter and alderman of the 18th 
ward. 

The company’s first agent was Chris- 
topher Yates Wemple, who was elected 
secretary of the company but who was 
paid by commissions on the policies he 
sold. The first full-time employe of the 
company was Jacob L. Halsey who be- 
came cashier-bookkeeper and stayed with 
Manhattan Life for 55 years, retiring in 
1905 as 1st vice-president. 


12 Policies in First Month 


During its first month in existence 
Manhattan Life wrote 12 policies carry- 
ing total annual premiums of $1,032. 
By October there were 30 agents in the 
field. 

Manhattan was one of the first com- 
panies to include non-forfeiture values 
in life insurance policies and one of the 
first companies to insure women. It 
was also one of the first companies to 
enter Texas and California. 

An absolute first was scored by Man- 
hattan Life in writing the first group 
policy in the United States. This policy 
covered the shipment via a China clipper 
of 720 coolies from China to Panama. 
Of the total amount of risk, $84,000, 
Manhattan Life reinsured 73% with 
three other companies. Manhattan had 
to pay a loss of $408, $432 less than its 
premium of $840. 

In 1864, Manhattan Life became the 
first company to introduce an _ incon- 
testible clause some 41 years before the 
clause was required by law. This early 
incontestible period was five years. 

The company in 1855 had introduced 
deposit policies and at the time of the 
Civil War attracted considerable favor- 
able notice because of the attitude of 
patriotic liberality in case of death 
claims to widows of soldiers, even 
though the company was not legally 
bound. Following the Civil War, Man- 
hattan Life took the huge task of locat- 
ing all southern policyholders and pay- 
ing all claims, despite the fact that 
many policies had lapsed for non-pay- 
ment. 


First to Enter Hawaii 


Manhattan Life in 1886 became the 
first company to enter the territory of 
Hawaii. 

In 1880, Manhattan Life erected New 
York’s first skyscraper at 66 Broadway. 
It was some 26 stories high and rose 
348 feet. This was the first building in 
New York to employ the caisson type 
of foundation. The company remained 
in this home office until 1928. 

During the Armstrong investigation, 
Henry B. Stokes, the fifth president of 
the company, was called to testify, sup- 
ported by Morirs W. Torrey, Manhat- 
tan Life actuary. The company came 
through the investigation not only with- 
out criticism, but was commended for 
its record and methods of doing busi- 
ness. 

The company has only had eight pres- 
idents during its century of history. Two 
of them, Mr. Stokes and Thomas E. 
Lovejoy, guided the company for a com- 
bined total of 51 years. Mr. Stokes 
was president from 1861 to 1886, and 
Mr. Lovejoy directed the company 1913 
to 1939. 

The present president, James P. For- 
dyce, joined Manhattan Life as director 
of agencies in 1934 and in 1938 became 
president. He has spent his entire 
career in the life insurance business. 


A few weeks after Pearl Harbor M 
hattan Life voted to use an among 
equal to all renewal premiums to py 
chase U. S. government bonds 
finance the war and “oe i: the fir 
insurance company in the U. S. to do 

Under the leadership of Mr. Fordyey 
Manhattan Life has nearly tripled 
insurance in force and assets. Duriy 
this period, the company has extends 
operations to Washington state, Or 
gon, Indiana, Florida, Connecticut ap) 
Alaska 





Varga Leaves Department 
to Join N. J. Blue Cross 


George J. Varga, actuary of the Ney 
Jersey department, has joined Hospita 
Service Plan of New Jersey, the Blue! 
Cross, as actuary and assistant directog 

Mr. Varga, a graduate of the Unt" 
versity of Michigan, started with th 
department in 1930 and later was wit 
a life company in the actuarial depar 
ment. After service in the war, he re 
joined the department. 





American Life Convention 
Set for Chicago, Oct. 3-6 


Plans are nearing completion for th 
annual meeting of American Life Co 
vention Oct. 3-6, at the Edgewat 
Beach hotel in Chicago. On the afte: 


noon of Oct. 3, the legal section anjfi 


the agency section will meet. Duri 
the morning of Oct. 4, a general se 
sion will be held, with an executive se 
sion in the afternoon and another leg 
session in the afternoon. The whole 
Oct. 5 will be devoted to a gene 
session. The financial session will r 
all day Oct. 6. 


Name Natl. Cashier Office 


The Austin Life Agency Cashiers Asst 
which has been awarded national heaé 
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elected the foliowing national officersfpi 


Mrs. Frances Stromquist, Great Sout 
ern Life, president; Mrs. 
Shooter, American National, vice-pres 
dent; Miss Marie Blair, Southland Lit 
secretary; Miss Jean McKnight, 
ern Reserve Life, assistant secretary 
and Miss Olga Alexander, Metropolit 
Life, treasurer. 





sales department of Connecticut Gener 
Life, have been admitted to the Conneg 
ticut bar. Mr. Shepard is a graduate 
the University of Illinois. He joined th 


company in 1935. Mr. Mariner is a graigof 
uate of the University of Connecticvt 


Vonciefti 












He joined Connecticut General in 1! i y 


after serving in the navy. 
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Mr. General Agent! 


Sterling Offers You 
Quick, Lasting Success in 


NEW MEXICO 


To the man who can organize and pre 
duce, Sterling offers the insurance oP 
portunity of a lifetime. America’s mot 
modern, fastest-selling policies . . . liberal 
commissions . . . and strong home-office 
pr tional cooperation to help y# 
grow fast and big. All inquiries strictly 
confidential. Write: 








Louis A. Breskin, President 
Sterling Insurance Company 
400 Sterling Building, Chicago 11, Illinos 
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ARDY FINDINGS REPORT 


ouse Group Asks 


at Free GI 
over Be Studied 


WASHINGTON—Congress commit- 
ees should consider the “feasibility de- 
‘ability and appropriateness” of sub- 
tituting a gratuitous system of life in- 
Hemnity for armed forces members for 
hational service life insurance, the re- 
nort of the House expenditures com- 
ittee on the NSLI investigation con- 
fucted by the Hardy subcommittee sug- 
bests. The latter body’s report was 
dopted by the full committee. ; 

Ii the present plan is to continue, 
he report recommends a “complete 
egislative appraisal” of the NSLI act, 
iving special attention to six features 
+ lists. These relate to calculation of 
sovernment liabilities, rate of interest 
«a NSLI funds, continued use of the 
\merican Experience Mortality Table 
or calculating premiums and annuities, 
he effectiveness of the NSLI program 
n giving complete coverage to the 
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pperation, demands upon military serv- 
ces personnel in NSLI operations and 
fissipation of military appropriations 
or such administrative expenses. 

A series of recommendations regard- 
ng policy determinations of govern- 
ment agencies concerned were sub- 
mitted by the subcommittee. These re- 
hted to the veterans administration 
duciary relationship with Congress, re- 
iow by the VA administrator of his 
olicy with respect to further dividend 
mayments on aviation cadets’ policies; 
Iso deletion of the NSLI_ subsidy 
epresented by the 3% interest rate 
mn NSLI funds; also relinquishment 
by Congress of control over public ex- 
enditures as represented’ in’ section 
08 NSLI act, giving the administrator 
absolute authority.” 

If Congress should not grant a 
bratuitous system for all armed serv- 
ces members, the subcommittee rec- 
bmmends its adoption immediately for 
viation cadets. In view of the world 
ituation, the committee recommended 
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ion for those now entering the armed 
orces, which would give 100% cover. 
The committee’s recommendations 
re based on 
letail in the 68-page report. 
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erwrite 





e grow 
Generi 
Conne™ Harry T. Wright, past president of | 
duate dfNational Assn. of Life Underwriters and 
ined tor many years one | 
sa grip! the top agents 
necticupor Equitable So- 
in 1Mimiety in Chicago, 
tied of cerebral 
emorrhage 
n Evanston hospi- 
a. Mr. Wright 
ont! ad not had any 
—— Pevious = warning 
pt illness and was 
u stricken suddenly 
iid rushed to the 
ss ingosPtal in the eve- 
ing, dying the E 
«xt morning. are Ss Wee 
Mr. Wright was 
ten pointed out as the ebulient and 
HWnamic archetype of the successful life 
msurance salesman. He had garnered 
id pr Bust about every honor that it is possible 
ce bes or a life insurance salesman to attain. 
Phe lt. Wright had qualified for the Million 
liber’ Dollar Round Table for 28 years straight 
e-office inte he began selling life insurance for 
PY" Bquitable Society in 1907. Even during 
strictly ¢ depression years, Mr. Wright's aver- 
Re production was well over $1 million 
d his clients included many of Chi- 
480s business and civic leaders. He 
. mays wrote an average of more than 
Mine’ B00 lives per year. He had been a mem- 





tt of the Equitable Million Dollar Club 


mrmed services, efficiency and costs of | 


hat Congress consider interim legisla- | 


18 findings set forth in} 





for as ad years as he had been on the 
The highest association offices were 
earned by Mr. Wright. He was presi- 
dent of the Chicago association in 1930 
and chairman of the M.D.R.T. in 1935. 
He became an N.A.L.U. trustee in 1936, 
secertary in 1938, vice-president in 1939 
and president in 1940. 

Mr. Wright was awarded Equitable’s 
first honor agent’s medal in 1939 for 
having done most for the institution of 
life insurance during the preceding year. 
In 1946 he was president of Equitable’s 
Group Millionaires Club. 


Aetna Life School Marks 
50th Birthday This Week 


The home office training school for 
representatives of Aetna Life will mark 
the end of its 50th session this week. 

Since organization 11 years ago, 1,150 
agents have been graduated, 26 of whom 
are now serving as general agents for 
Aetna Life. 

The success of this program is dem- 
onstrated by a survey which shows that 
a majority of the graduates who are still 


active in sales work with the company 
are among the leading producers. 

The school wa sorganized in 1939 by 
E. H. Snow, recently returned to the 
home office as assistant superintendent 
of agencies after serving as general 
agent at Des Moines. Mr. Snow and W. 
C. Abbey, then agency assistant, were 
instructors at the first session, which 
was attended by 26 students. 

For the past four years, the school 
has been under the supervision of John 
K. Luther, field supervisor, who has 
been with Aetna Life since 1930. 











@ If you run a one-man business or one with part- 
time office help, you’ll want AupocGRaPH dictation for 


streamlining your business day. 


For with AUDOGRAPH, action is instantaneous! No 
preparatory abracadabra ...no adjustments to make, 
nothing to get out of order. You simply pick up the 
microphone and speak what’s on your mind. 

The time saved with AupoGRapPH frees you for the 
essentials of planning, selling, administration! The 
money it saves virtually pays for the AUDOGRAPH in a 


short while. 


AupocraPH will operate anywhere, anytime .. . at 
home or in your automobile. It will record ee 
conversations, sales interviews, conferences an 


your inventory. 


Business success attends the man who can help him- 
self—and AupocRaPH will help you do just that! Get 
the full facts on AupocrapH today! You will not be 
high-pressured or in any way obligated. For a thorough 
“‘look-see” into better ways to get things done, just 


mail the coupon. 


Made by The Gray Manufacturing Company—estab- 


with AUDOGRAPH 


the 


applied to 






even 


lished 1891—originators of the Telephone Pay Station. 
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Here’s 


Immediate Help to 
SMALL BUSINESS!... 


AUDOGRAPH 


Electronic Soundwriter! 


This dictation method of BIG _ business, 
SMALL business needs . . . gets 
things done at once! 








ELECTRONIC 
SOUNDWRITER 


@ THE GRAY MANUFACTURING COMPANY, HARTFORD 1, CONNECTICUT 


AUDOGRAPH sales and service in 180 principal cities 
of the U.S. See your Classified Telephone Directory 
—under “Dictating Machines.”’ Canada: Northern 
Electric Company, Ltd., sole authorized agents for 
the Dominion. Overseas: Westrex Corporation 
(export affiliate of Western Electric Company) in 
35 foreign countries, 
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KEY 





‘TO SECURITY 


A Key to Success 
for 
Equitable of lowa 
Field Underwriters 


Equitable Life of Iowa’s field underwriters have 
enthusiastically endorsed the Key to Security, the 
Company’s new and simplified method of life 
insurance programming. With a professional ap- 
proach that is easy to understand, the Key to 
Security clearly defines the prospect’s life in- 
surance program requirements and graphically 
portrays the solution to his estate problems. 


This new method of programming is consistently 
demonstrating its effectiveness as an aid to career 
life underwriting for Equitable of Iowa field men. 


A three months survey indicates: 
© Highly satisfactory results from the new Key 
to Security direct mail approach. 
@ A better than average ratio of sales per in- 


terview. 


@ 547 Key to Security sales totaling $7,113,543. 
@ An average size policy of more than $13,000. 


Those are four excellent reasons why Equitable 
of Iowa field underwriters know that the Key to 
Security is their Key to Success. 


EQUITABLE 


LIFE INSURANCE 


COMPANY 
Founded 1867 


of IOWA 


Des Moines 


OVER ONE BILLION LIFE INSURANCE IN FORCE 








N.A.I.C. Asks War Clause Study 


(CONTINUED FROM PAGE 1) 





L.I.A. was able to get together a state- 
ment on war clauses, the first morn- 
ing of the meeting, within 30 days 
much could be developed. The com- 
panies’ statement follows: 

As a measure to meet the current 
situation, in response to the request of 
the Special Sub-Committee of the Life 
Committee of the National Association 
of Insurance Commissioners, the fol- 
lowing principles are suggested as a 
basis for approval of war clauses: 

(a) Exclusions or restrictions in the 





SHEPHERD 


BRUCE E. 


event of death as a result of war, de- 
clared or undeclared, while in the 
military, naval or air forces or in 
civilian forces auxiliary thereto, or 

(b) Exclusions or restrictions (i) in 
the event of death occurring outside the 
Home Area while in the military, naval 
or air forces of any country at war, or 
(ii) in the event of death occurring 
within the Home Area within six (6) 
months after returning thereto, as a 
result of causes arising while in such 
forces outside the Home Area. 

(c) In the case of civilians traveling 
or working abroad, exclusions or re- 
strictions in the event of death occur- 
ring within two (2) years from the 
date of issue of the policy as a result 
of war where the cause of death occurs 
while the insured is outside the Home 
Area and he dies either outside such 
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area or within six (6) months after re 
turning thereto. 

In the opening morning session of th 
hearings, the companies and the con. 
missioners established their ground, 
lack of it. It became obvious early j 
the testimony that no unanimity among 
the companies existed in regard to why 
type of war clause it is best to use anj 
that the companies had no _ prepare; 
position other than that the commis. 
sioners should continue to approve the 
individual war clauses of the companie 
according to the statutes of their state 
On the other hand, through the word 
of Chairman Harrington and others oj 
the N.A.I.C. committee, it became ob. 
vious that the committee intended t 
do something toward establishing at the 
very least, a set of guiding principles for 
war clauses and to do what they could 
to inject some uniformity into the yar 
clause picture. 


Bohlinger Asks Uniform Clause 


The most extreme position in this re. 
gard seemed to have ‘been expressed at 
the outset of the meeting in a letter 
from Bohlinger of New York, who wa 
unable to be present, but who was rep. 
resented by Julius Sackman, head of the 
life section of the New York depart. 
ment. Bohlinger said that a uniform 
war clause for all companies in all states 
was indicated. He would oblige all com- 
panies to keep records of war clause 
experience and if this experience is no 
worse during a war than for the five 
year period immediately preceding the 
war, the difference should be paid to the 
beneficiaries of deceased service men. 

Bohlinger called for group study by 
the companies and commissioners of the 
whole problem. As a temporary expedi- 
ent, Mr. Bohlinger indicated that the 
companies could most successfully al- 
low for adverse selection by underwrit- 
ing limitations. He emphasized that the 
status clause has brought considerable 
misunderstanding and litigation to the 
life insurance business. He opined tha 
the war clause should apply only asi 
result of an act of war. 

Bohlinger’s letter expressed the opin- 
ion that it is impossible to guard against 
atomic warfare deaths by restrictions 
against civilians. He suggested that 
within the life insurance business a pod! 
of companies might reinsure excess loss- 
es over excess mortality due to atomit 
warfare or that government reinsurance 
be available to cover this excess mortal: 
ity for a premium. 


Kavanaugh’s Views Read 


A letter from Kavanaugh of Colorado 
placed his department in unalterable op- 
position to many types of war clause: 
and aviation restrictions. Kavanaugi 
indicated that his department favors the 
type of war clause that has been adoptei 
by Phoenix Mutual and is applied only 
where injury or sickness is directly 
traceable to war. 

Early in the proceedings a letter to 
President Allyn of the commissioners 
from Commissioner Hubbard was reat 
announcing Hubbard’s resignation 3 
commissioner. On the spot, Allyn acted 
to place Hershey of Illinois on the com 
mittee in place of Hubbard. 

Bohlinger had indicated what wa 
later echoed by the N.A.I.C. members 
that calm consideration was called fo: 
in this instance, because studies in the 
New York department on the mortality 
of the last war, even including servitt 
men who died from acts of war, wa 
about the same as in the years befor 
the war. : 

Robert L. Hogg, executive vice-res! 
dent and general counsel of Americal 
Life Convention, first spoke for the com 
panies’ position. Mr. Hogg explainet 
that this position was identical wit! 
that expressed in the report on wa 
clauses by a company committee heade 
by Valentine Howell, vice-president aft 
actuary of Prudential, in 1949, That t 
port emphasized that each war present 
a special problem in regard to wa 
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clauses and that the danger was great of 
irving to stultify the war clause picture 
on the basis of experience in a previoug 
conflict. This report, accompanied by 
statistics from the New York depart- 
ment, had recommended that companies 
be permitted in time of war to exclude 
all deaths resulting indirectly or directly 
jfom acts of war either in peace or war. 
It had recommended that each company 
be permitted to insert such riders in 
policies wherever it was deemed in the 
interest Of policyholders, and that pay- 
ment in the case of war clause death 
be of the reserve or some other specified 
rate. 

Legislative Amendments Required 


According to Mr. Hogg, it was fur- 
ther affirmed in this report that states 
which do not permit certain types of 
war clauses should permit such clauses 
and that a considerable amount of work 
would have to be done in this direction. 

Mr. Hogg then reached the kernel of 
his argument saying, “We are now in 
an emergency and we can’t wait for the 
state legislatures to repeal laws. The 
companies have ‘had to go ahead and as- 
sume that except where the statute pro- 
hibits, they will be able to use status war 
clauses temporarily or result clauses, as 
they see fit. If the emergency deepens, 
the companies will continue to assume 
that they will be permitted to use the 
clauses for the second world war tempo- 
rarily. We will also assume that riders 
that have been approved so far in this 
trouble will not be disapproved. No 
company is considering exclusion of 
aviation clauses to cover this danger,” 
he said. 

Advises Against Projection 


Mr. Hogg emphasized that it is im- 
possible to develop any type of war 
risk exclusion that can be projected into 
the future. He said there is very little 
difference in experience between status 
and war clauses. He emphasized that 
any treatment of war clauses should be 
on a broader basis to permit companies 
to exercise complete discretion. 

Harrington asked, “Have you devised 
any uniform status clause?” 

Mr. Hogg replied that the companies 
are not in a position of seeking uniform- 
ity. They are only prepared to confer on 
general principles. “We doubt the wis- 
dom of devising any iron-clad war clause 
verbiage. Even if we agreed on one 
style there would be an infinite number 
of different legal interpretations possible 
of this clause.” 

Harrington interjected that there are 
somany different types of status clauses 
that nobody really knows what the other 
iellow means when he talks about status 
clauses. 

Alexander of Iowa asked Mr. Hogg 
whether he has any notion of whether 
the status or the results clause produces 
the more litigation. 


Reiterates Need for Company Choice 


Mr. Hogg. indicated he did not know 
that there was much difference and re- 
iterated that where the legislature per- 
mits it, the company should be given the 
choice to do as it wishes. 

At this point, the chairman asked who 
the experts were on the Howell com- 
mittee. Bruce E. Shepherd, manager of 
Lite Insurance Assn. of America, prom- 
sed to give Harrington the names of 
the men on the committee and empha- 
szed that the report of the Howell 
committee had been based largely on 
Statistics of the New York insurance 
department which had been presented in 
advance in memorandum form by Mr. 
Shepherd to the commissioners. Mr. 
Shepherd emphasized that this was a 
‘ong-term program that does require 
statutory amendments, but that there 
Were not many states in which those 
amendments would be necessary. He in- 
lieated that the statutes in New York, 
Tennessee, New Mexico, Michigan and 
New Jersey would require attention. 
Certain aviation exclusions are not per- 
mtted in Nebraska, he said, and 
the New Jersey and Texas laws take 
tare of war clauses in a roundabout fa- 
sion by permitting special policies for 
Persons in extra-hazardous occupations 


which, in this case, includes the military 
and naval. 

Mr. Sackman, who had been desig- 
nated as secretary of the N.A.I.C. com- 
mittee, asked Mr. Shepherd how one 
reconciles the use of a status clause in 
one state while in another state the 
same company uses a results clause. He 
asked if this was not discrimination 
against the citizens of a particular state. 

Mr. Shepherd answered that in most 
cases result and status clauses cover sim- 
ilarly. Harrington asked, “Suppose the 
same man bought a policy in the two 


states?” Mr. Shepherd replied that this 


would not be discrimination, the man 
has just bought two different types of 


policies. 
Mr. Hogg arose to point out that this 
same “discrimination” exists between 


the various states through the varying 
suicide and incontestible laws. Life in- 
surance has had to ‘be adapted to 48 
jurisdictions, any attempt to do away 
with these jurisdictions is obviously 
dangerous both to the commissioners 
and the companies, he indicated. 
Harrington indicated that a lot more 
evidence would be required to convince 
him that the status clause was ever in 












SS 


“Well, not just yet, Son,” you answer 
him. “You can’t become a doctor over- 
night—or a lawyer or an engineer for 
that matter. It takes time. It takes 


work.” 


And—it takes money, you say to 
yourself, making a silent promise to 
do your share toward helping his 
dream of a career come true. It’s a 
big job. But it can be a worry-free job 
thanks to Union Central’s Family 


Income Plan. 


This unique plan answers the ques- 
tion of what would happen during 
your children’s most dependent years 
should something happen to you. It 
answers the question by means of a 





special income feature which can pro- 
vide $10, $20 or $30 per month for 
each $1,000 of the basic policy. 


Thus, for example, if you have a 
$10,000 Term-to-65 Policy, you can 
attach a rider to provide an income 
up to $300 a month for your family 
until the children are grown—and you 
set it up for 10 years, 15 years or 20 
years. At the end of that time, your 
permanent insurance is paid, intact, 
to your beneficiary. 


And here’s an important point. You 
don’t pay premiums for the full term 
of the Family Income Plan. Premiums 
are payable for only 7 years on the 10 
year plan, only 12 years on the 15 year 
plan, and only 16 years on the 20 year 


the public interest and that it would also 
take more to impress him with the need 
for war clauses at all at this time. He 
indicated that the session had shown 
that all parties must do more thinking 
before any sort of temporary or perma- 
nent action on war clauses could be 
taken. He indicated that perhaps more 
underwriting caution was the answer 
and quoted from a paper written in 1940 
when the situation was, he said, analog- 
ous to today, which indicated that 
through underwriting restrictions rather 


(CONTINUED ON PAGE 20) 





_"’'m the doctor now, daddy!”’ 


plan. The Family Income Plan is ex- 
tremely flexible and can also be con- 
verted to permanent insurance without 
further medical examination. The 
Family Income Plan is the Union 
Central way of making insurance 
dollars stretch farther than ever before! 


o * co oO 


The Union Central agent has a plan 
to meet every life insurance need. He 
has contracts ranging from Non- 
Convertible Term, the lowest premium 
policy of all, to Single Premium En- 
dowment, the highest. Through these 
modern, liberal policies, he can pro- 
vide the finest possible life insurance 
coverage for applicants from birth to 
age 65, inclusive. 


The Union Central Life Insurance Company 
CINCINNATI, OHIO 
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EDITORIAL 


COMMENT 





Keep Your Fingers Crossed 


We earnestly hope that all the efforts 
that have gone into getting an improved 
substitute for the monstrosity of Na- 
tional Service life insurance will suc- 
ceed in their objective in the next few 
critical weeks. 

The many critics of NSLI never had 
a better chance than now to get a more 
sensible plan adopted. We are in a war, 
so clearly, something must be done 
promptly or else we will be faced with 
continuing with NSLI. At the same 
time, we aren’t in the position of being 
atom-bombed or in other ways forced 
to move too fast for mature considera- 
tion of things like life insurance for 
men in the armed forces. 

Other plans have been advanced, but 
the gratuitous indemnity setup advo- 
cated by National Assn. of Life Under- 
writers and many others who have been 
studying the matter seems like the best 
bet and we hope it will be adopted. One 
of the worst features of NSLI is that, 
being contractual, it can’t be altered. A 
gratuitous plan could be modified as 
seemed appropriate. 

It was highly complimentary to the 
life insurance business that NSLI was 
set up to follow so closely the prac- 
tices of the regular life companies. But 
unluckily it was something like figuring 
that if a bridge could be built to span 
the Hudson river all you needed to do 
to build one across Lake Michigan was 
to build it correspondingly longer. 

Also, there are certain factors 
herent in a life company’s operations 
for which there is no adequate substi- 


in- 


tute in NSLI. Among these are free- 
dom from the hookworm effect of civil 
service job protection among the rank 
and file of employes; the large pre- 
ponderance of non-monthly business; 
and particularly the presence of an 
agency force that is interested in serv- 
icing policyholders. 

It is surprising that the quagmire that 
NSLI accounting got itself into wasn’t 
worse than it was. Much of the trouble 
was inherent in the basic fallacy of 
trying to take something quite unlike 
regular life insurance and make it 
operate like a real life company—even 
to the extent of having “dividends.” 

The gratuitous indemnity plan seems 
by far the best of any that have been 
suggested. If a service man is killed, 
his wife or other dependents should 
be indemnified. What’s the difference 
whether he paid a “premium” or not? 
On a term basis it would be a rela- 
tively trifling premium, anyway. It 
shouldn’t be voluntary, for then those 
who need it most will probably be the 
ones to pass it up because they have 
more urgent immediate needs for their 
money. 

The new plan should not be hampered 
with any needless appurtenances of life 
insurance. A problem, of course, would 
be what to do about men who already 
have NSLI. We believe a fair solution 
can be worked out. But even if it meant 
piling $10,000 of free coverage on top 
of $10,000 NSLI in a few cases, it 
seems better to do that than continue 
with NSLI in its present form. 


The Conference Board and Key. Men 


Recent publicity given to the fact 
that 80% of a group of 229 manufactur- 
ing concerns that replied to a National 
Industrial Conference Board question- 
naire don’t have key-man insurance and 
say they don’t want it seems altogether 
too likely to be interpreted by the gen- 
eral public as indicating that this per- 
centage is probably true for business 
generally. But the figure shouldn’t be 
taken by life insurance people as having 
any quantitative significance except for 
that particular group of 229. 

The survey itself seems to have been 
conducted without bias but the informa- 
tion given the newspapers implied a 
conflict of ideas, replacement of key men 
with money as contrasted with replacing 
them with other men. The majority 
opinion was said to be that “men can 
only be replaced by men.” 


Of course, no one would seriously 
contend that it isn’t better to have a 
fully competent understudy than to have 
cash compensation. The big need for 
business insurance is in companies and 
partnerships where the set-up doesn’t 
lend itself to having an understudy ready 
to step into each key-man’s shoes. In 
fact, anywhere that a death in a busi- 
ness organization will cause monetary 
loss there is need for key-man insur- 
ance. In some of the larger corpora- 
tions it is doubtless practicable to have 
executives keep on hand a stable of high- 
grade executives who can be used to 
plug gaps caused by deaths and still not 
have the organization overloaded with 
high brass. 

But we believe that in many firms, 
including some of the largest, there is 
a greater financial loss when a key-man 


dies than the management realizes. The 
loss is there, whether the board of direc- 
tors perceives it or not. 

The National Industrial Conference 
Board is a highly conservative organiza- 
tion and certainly wasn‘t out to do the 
insurance business dirt, either in its 
questionnaire, its report, or its publicity. 
Yet it seems to us that so important and 
well known an organization should take 
the responsibility for seeing that its re- 
ports are not interpreted as meaning 
more than they actually do. 

Actually, the survey was made with- 
out any interest in how many firms were 
doing this or that but to bring out the 
problem and the solutions that had been 
evolved. Sometimes a survey discloses 
that only 5% of those answering are fol- 
lowing a certain practice. But the board 
is more interested in that 5% than in 
the 95% if the 5% are the advanced 
thinkers who are setting the pace that 
the majority will be following a decade 
hence. 

Unfortunately, nothing was said about 
the size of the 229 concerns replying or 


e Methodi 
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how representative they are of busines, 
generally. Queried on this point those 
at the board who were familiar with the 
study said the group was supposed to be 
representative in a general way but it ’ Y. 
was not intended to be an accurate sta 
tistical sample, the aim being just to 
find out what manufacturers of various 
sizes were doing about protecting their 
key men. It seems safe to assume, 
however, that any manufacturer inter. 
ested in participating in periodic surveys Fue divis 
of this kind would be a fair-sized outfit,R, depart 
so that the views expressed are doubt-Mowever, h 
less much more characteristic of largefevoted mu 
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It is unfortunate that the public has ate litigat 
been given such a distorted picture but Vissouri ant 
perhaps the study will be valuable to in. feted a recc 
surance men in making even clearer the 
need for key-man insurance and the op- 
portunities there are to write it, with 
the right kind of salesmanship. 













PERSONAL SIDE OF THE BUSINESS 





Franklin Toops, life manager of 
Travelers at Columbus, who retired 
after thirty years service, joined the 
company in 1920 as a special agent at 














Franklin Toops 


Columbus. He became assistant man- 
ager there in 1922 and the following 
year transferred to Louisville as man- 
ager. 

In 1929 he transferred to the Insur- 
ance Exchange office in Chicago as as- 
sistant manager where he served until 
he returned to Columbus as manager 
in 1937. In 1939 he was appointed act- 
ing manager at the 55 John street, New 
York City office and was named man- 
ager there the same year. 
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At his own request Mr. Toops re. 
turned to Columbus as manager in 1947, 

Donald F. Dickey, who won renomi- 
nation on the Democratic ticket for Ok. 
lahoma insurance commissioner had a 
margin of 97,899 votes. Bill D. Read, 
his only opponent in the primary run-off 
July 25, received 143,077 votes as against 
Dickey’s 240,976. 

Mr. Dickey has been Oklahoma com- 
missioner since 1946 when he was ap- 
pointed to fill the unexpired term of the 
late Jess G. Read, the father of Bill 
D. Read. 


Edwin W. Krick and Earle W. Noll, 
Prudential representatives in Denver, 
have completed 35 and 25 years, 
respectively, with the company. 

Frank P. Samford, president of 
Liberty National Life, has been elected 
a director of Southern Bell Telephone 
Co. 

T. H. Spindle, agency manager and 
educational director of Amicable Life 
of Texas, accompanied by his wife and 
son, is vacationing in Mexico City and 
vicinity. 

A Hartford insurance man has sud- 

denly acquired film star Bette Davis as 
a daughter-in-law. B. Gary Merrill, as- 
sistant cashier for Aetna Life, is the 
father of movie actor Gary Merrill who 
married Miss Davis recently. 
_ E. A. Burbach, for 36 years an agent 
for Prudential at St. Louis, has retired. 
He had never missed a day from work 
because of illness. 
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Henry Morrow, editor of “The Log,” 
monthly agency magazine of Life of Hi GE} 
Georgia, has been named chairman of I, 
the Industrial Editors Institute. 

E. A. Crane, general agent, North- You 
western Mutual, Indianapolis, former 
N.A.L.U. trustee, has been confined in Grow \ 
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USIN ess e¢ Methodist hospital, Indianapolis, re- 
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At one time or another, Alfred J. 
ohlinger, who succeeded Robert E. 
ineen as New 





1 the divisions in 
e department. 
-Bowever, he also 
voted much at- 
ntion to special 
signments since 
became deputy 
1944. 

Initially he made 
complete investi- 
ation of the fire 
ate litigation in 
issouri and per- 
cted a record for the New York de- 
rtment on that case which it had not 
on With the development of 
. litigation and all of the con- 
s that grew out of it, Mr. 
ohlinger got into that development 
ry fully. He worked with Superin- 
ndent Dineen in the era that led up 
public law 15 and was closely con- 
med with the studies, conferences 
d negotiations that led to the all- 
dustry rate regulation, a matter of two 
ars, 

After participating in a special study 
f English insurance supervision and 
ractices, Mr. Bohlinger for some time 
as concerned with departmental ac- 
vities and then for the past year he 
s worked on the disability benefits 
win New York, helping get it shaped 
p for operation on July 1. 

He conducted the multiple location 
hearing, which the 
ngthiest in the history of the depart- 
ent, both as to actual time spent and 
to record. There were 5,000 pages 
f testimony and exhibits, and the hear- 
g lasted from 40 to 45 actual working 
ays during a course of something more 
an five months. 

Mr. Bohlinger from time to time sat 
on the hearings that were conducted 
me time ago on the group life defini- 
Also he 
Dineen 
n department legislative matters. 

After graduating from law school he 
ined the law firm of Hartwell & 
abell, which later became Cabell, Ig- 
James M. Lown was 
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New life application forms being put 
to use by Pacific Mutual Life simplify 
e agent’s part in securing information 
bout aviation activities. 


Mr. GENERAL AGENT! 


ormer You’re Invited to 
ed inf} ~Grow with Sterling in 


(ARIZONA 


agent 
etired. 
work 





Log, 
ife of 
an of 





V orth- 





DAY 
2.2704. | You can show quick, large earnings — 
Vice and build solid, lasting success — with 
Fourth & Sterling’s plan for general agency de- 
vllopment. Sterling offers you a com- 
,  Plete line of up to the minute, advanced 
; insurance coverage—PLUS high commis- 
Viet Bt tions—and strong pr ti pera 
Street, fon. If you're aggressive and success- 


E. BE fl, a capable organizer and a real 





Bldg. § Preducer . . . write in complete con- 
Resi ce to 

Bldg. Lovis A. Breskin, President 

Peel Sterling Insurance Company 

Pacific B 499 Sterling Building, Chicago 11, Illinois 











DEATHS 














EDWARD P. KERN, assistant 
superintendent of agencies for Bankers 
Life of Iowa, died following an illness 
of less than two weeks. He was a 
veteran of nearly 30 years with Bank- 
ers Life. Mr. Kern died at Georgetown 
hospital in Washington, D. C., where 

















EDWARD P. KERN 


he had been taken after he became 
suddenly ill at home. Mr. Kern became 
assistant superintendent for Bankers’ 
eastern district in 1939 after 11 years 
of management of the Washington, 
D. C., agency. He joined the company 
in 1921 and prior to that he had been 
with the Standard Oil ‘Co., in Chicago 
and in real estate work. 

MRS. MAE FITZGERALD OL- 
SON, 79, widow of Edwin A. Olson, 
former president of Mutual Trust Life, 
and mother of Raymond Olson, now 
president of the company, died at Chi- 
cago. 

THOMAS W. BRENNAN, 62, as- 
sistant manager of the New York City 
division of the real estate department of 
Equitable Society, died in a hospital at 
Hyannis, Mass., where he was vacation- 
ing. He joined the company in 1922. 

HAROLD E. MASON, 54, Water- 
vliet, N. Y., manager of the Cohoes dis- 
trict for Metropolitan Life, died at Elms- 
ford, N. Y. 


EDWARD F. STENZ, 69, vice- presi- 
dent and director of Superior Life for 
38 years, died at Philadelphia. 

ALBERT A. ELTING, 63, 
auditor of Equitable Society, 
Kingston, N. Y. 

CLARENCE YOUNG, treasurer of Do- 
mestic L. & A. Insurance Company, died 
at Denver on the way to attend a com- 
pany convention. 

EUGENE N. SHUTE, SR., 56, a district 
supervisor at Malden, Mass. for John 
Hancock, died at his home. He had been 
with the company for 29 years. 

THOMAS J. HINES, retired district 
manager of National L. & A., died at his 
home in Philadelphia. He was 63 and 
had been associated with the company 
for 23 years. He retired in 1943. 


Deason in New Iowa Post 


Iowa Farm Bureau companies have 
appointed H. E. Deason regional sales 
supervisor for a 21-county area in 
northeastern Iowa. He will maintain 
headquarters at Waterloo. 
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The Arnold Harmelin agency of Co- 
lumbian National Life in New York 
City is the number two agency of the 
company in regard to volume for this 
year. New life premiums for the first 
six months show an increase of 75% 
over the first half of 1949 placing the 
agency in first place companywide in 
new premiums for 1950. 





A_ five-day programming school for 
15 Indianapolis Life agents was con- 
ducted recently at the home office. 
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COME TO TENNESSEE 
THIS SUMMER 


To those of the Life Insurance 


fraternity who have not yet planned 


their vacations, let u 


s extend a cor- 


dial invitation to come to Tennessee. 


Playground state 


of the deep 


South, Tennessee abounds in recrea- 


tional facilities, with particularly 


fine fishing and scenic beauty that 


compares with the finest in America. 


Full information may be obtained 


from the Tennessee 
Conservation, Nashv 


Department of 
ille. And if you 


do come to Tennessee, be sure to 


drop in to see us. 





Nat TIQNAL LIF 
CCIDENT 


femme / 





iL 





NASHVILLE 







panylne, 


=} 








TENNESSEE 
































HieNATIONAL UNDERWRITER 


August 4, 1 


SS 
————————————— 


August 4, 19) 











COMPANIES 


Buys Arlington Village 


New England Mutual Life has ac- 
quired Arlington Village, a modern 
housing development located in Arling- 
ton, Va., within five miles of the White 
House. The price is reported to have 
been $4 million. 

The third major investment in hous- 
ing by New England Mutual in the 
past three years, Arlington Village con- 
sists of 655 dwelling units containing 
2811 rooms, situated on a 41-acre tract 
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Common sense insurance and 

common sense cooperation mean good business 
for general agents and writing men. Sterling can satisfy other qual- 
ified men just as it has satisfied Sanford Griffin . . . can help you 
to big, quick, lasting success. For complete information, write: 


L. A. BRESKIN, President ¢ 1702 Sterling Bldg. ¢ Chicago Il, Illinois 


STERLING INSURANCE COMPANY 


of land. In the central community 
buildings are shops and stores for the 
convenience of the villagers and a wood- 
working hobby shop, a photographer's 
dark room and a kindergarten and nur- 
sery are available as part of the services 
rendered to the tenants by the village. 





Stock Dividend Plan 


Forest Lawn Life of California has 
applied to department for a_ permit 
to issue 50,000 shares of its $1 par 
value stock as a dividend to present 
stockholders on the basis of one share 
to four shares now held, and to trans- 
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fer $50,000 from surplus to capital. 
The stock dividend will issue, if the 
permit is granted, to the Forest Lawn 
Co, 





Prospective Agents’ Booklet 


Provident Mutual has published an 
information booklet for prospective in- 
surance agents, which deals with the 
typical life of a Provident Mutual agent 
and is designed to supplement general 
agent interviews in recruiting. 





Edwin P. Brooks Promoted 

Edwin P. Brooks, formerly eastern 
group service manager, has been ap- 
pointed assistant group regional man- 
ager for Massachusetts Mutual Life, 
with headquarters at New York. He 
started as a claims adjuster for Aetna 
Life at Philadelphia in 1940. He joined 
Massachusetts Mutual in 1947 as a group 
supervisor. He is a graduate of Ohio 
Wesleyan University. 





Security Mutual Life has been li- 
censed in Oklahoma and Vincil P. 
Crowe, Oklahoma City, has been ap- 
pointed general agent. 





George Parsons, graduate of the 
school of journalism of University of 
Minnesota, has been appointed assistant 
advertising manager of North American 
Life & Casualty. 





Conn. General Unifies 
Service in Central N. Y. 


Connecticut General. Life has estab- 
lished, for central New York state, a 
new estate planning service. The serv- 
ice will encompass the Syracuse, Bing- 
hamton and Utica offices. Douglas W. 
Clausen of the company’s home office 
agency staff has been appointed man- 
ager of the combined operation with 
headquarters in Syracuse. 

Fred L. Hudson, Syracuse manager, is 
relinquishing his duties to devote his full 
time to his personal clients. 

Mr. Clausen has been with Connecti- 
cut General since 1945, when he joined 
the company as director of field educa- 
tion. For a year and a half he was a 
representative in Philadelphia, and he 
has since been on the home office staff 
conducting training of agency repre- 
sentatives in the fields of personal insur- 
ance and estate planning. 

Mr. Hudson, Syracuse manager since 
1934, first joined Connecticut General 
as a representative in Hartford in 1928. 
In 1931 he was named general agent in 
Binghamton, where he served until his 
Syracuse appointment. 


Publishers F ete Author 


O. Sam Cummings, Texas state man- 
ager at Dallas for Kansas City Life, was 
honored in Indianapolis with a recep- 
tion and dinner given by The Insurance 
Research & Review Service, publishers 
of Mr. Cummings’ recent book on 
agency management. Among. guests 
were B. N. Woodson, executive vice- 
president of State Life of Indiana; Doyle 
Zaring, agency director, Indianapolis 
Life; K,. E. Yates, assistant secretary of 
Empire L & A; H. V. Wade, president 
of Standard Life of Indiana, and E. E. 
Ballard, vice-president of Jefferson Na- 
tional. Special guests included Hal 
Nutt, director of the Purdue school; 
Edmund Zalinski, executive vice-presi- 
dent of N.A.L.U., and R. W. Osler, 
editor of life publications, Rough Notes 
Co. 








Buy Pipeline Bonds 


Sixteen life companies have bought 
$90 million in first mortgage bonds of 
Texas Illinois Natural Gas Pipeline Co. 
Another $30 million in stocks and notes 
were sold to stockholders and securities 
underwriters. The 1,331 mile pipeline 
from the Gulf coast of Texas to Chicago 
is scheduled for completion in late 
1951. Companies participating and the 
amounts they bought include Prudential, 


Meee $45 million; John Hancock and North- 


western Mutual, $10 million; New Yor 
Life, Massachusetts Mutual, Equita}) 
Society, and Mutual Life, $4 millig, 
Penn Mutual, $22 million, New En 
land Mutual, $2 million; Continental A 
surance, $1 million, and Bankers 
of Iowa, Equitable of Iowa, Cent 
States Life, State Farm Mutual, ap 
Pacific Mutual Life, $500,000 each. 
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FOUR ANSWERS 
for-the AMBITIOUS 
LIFE UNDERWRITER 








== QUALITY COMPANY ... 


top rated mutual... over half 
century service ... over three 
hundred millions insurance... 
over one hundred million of 
of assets... over eight million 
in surplus .. one of the very 
lowest net cost positions... full 
level premium reserve basis... 
modern... zero to age 65... 
streamlined policies . . sub 
= standard facilities . . . direct 
= home office collection of pre- 
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— very unusual, and well vested @@ Mr. Paine 
General Agents contract ... department 


= generous and attractive for the 
= career life underwriter ... with 
extra automatic financing com- 
: missions ... pays well for qual- 
— ity men and General Agents... 
a fine pension plan. 
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aes QUALITY TRAINING... 
— two week home office schools, 
= refresher schools, for career 
- men...constant group training 
= for both young and veteran 
2 General Agents... in selection 
=< +. recruiting ... training . 
— and supervision techniques. 









aes QUALITY TERRITORY... 
often possible for the ambitious 
life underwriter who wants to 
build two or three quality men, 
or more, right in his own terri- 
tory. 
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Conn. Mutual Promotes 
Walker and Paine 


Clifford R. Walker has been advanced 
to assistant superintendent of agencies 
of Connecticut Mutual and Gaylord L. 
Paine has been advanced to assistant 
supervisor Of applications. 

Mr. Walker joined Connecticut Mu- 
tual immediately following his grad- 















G. L. Paine 


Cc. R. Walker 








uation from Dartmouth College in 1931. 
He was engaged in actuarial work until 
his transfer to the agency department 
in 1935 where he has been an agency 
assistant. He is a C.L.U. and a grad- 
wate of the L.I.A.M.A. school. During 
N the last war he served in the navy. 
® Mr. Paine joined the underwriting 
++ M@@idepartment of Connecticut Mutual in 





the #981937. He was graduated from Amherst 

ith MBicollege in 1936 and taught there for a 

= year before joining the company. Active 

ti in the Life Office Management Assn. 
Institute, Mr. Paine was one of the 
first in Connecticut Mutual to become 
a fellow of the institute. For a num- 
ber of years he has conducted the 
classes held at the company to prepare 

ee employes -for L.O.M.A. examinations. 

per “ik 

ing He is also a Navy veteran. 
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Canada Life Promotes Two 


Canada Life has appointed Bruce E. 
Shaver an executive officer of the com- 
pany with the title of superintendent of 
mortgage investments. 

To succeed Mr. Shaver as superintend- 






















us ae 
to ent of mortgage investments for British 
n, Columbia, R. B. McLean has been 


transferred to Vancouver from the com- 
pany’s head office. 

Mr. Shaver joined Canada Life in 
1933. In 1940 he was appointed man- 
ager of the Toronto mortgage branch 
and for the past four years has been in 
British Columbia. 


B. McLean was a member of 
ada’s Life’s mortgage branches in 


Regina, Saskatoon and Winnipeg for 
Wi years prior to moving east to organ- 
ize a mortgage loaning branch in the 
Maritime provinces. In 1946 he was 
transferred to the home office as mort- 
gage loans assistant. He is just com- 
pleting 25 years’ service with Canada 
Life qualifying as a member of the 
Quarter Century Assn. 





BIG C. D. Devlin Retires 


C. D. Devlin has retired after 40 
years with Confederation Life. His en- 
ftie career was spent with Confereda- 
gon which he joined in 1910 as a part- 
time representative. At his retirement 
he was a vice-president and general 
manager. He will continue on the 
board. His son E. G. Devlin is a 
group _representative with the com- 
pany, 


Old Line Names Giroux 


Ray J. Giroux has been appointed 
general agent by Old Line Life of 
Milwaukee at Duluth, Minn. He for- 
merly was manager for Union Central 
ite, 


———— 





Colorado Credit Life has been ad- 
mitted to Utah and Arizona. Howard 
0. McCoy is home office representative 
or Utah and Merle Egge is representa- 
We for Arizona, 


Hoover Retires from 
Travelers After 35 Years 


J. O. Hoover, superintendent of 
agencies of Travelers, has retired after 
35 years of service. 

Mr. Hoover became associated with 
Travelers as an agent in 1915. Prior 
to joining the company he was a con- 
tract agent of Northwestern Mutual 
Life for six years. 

In June, 1917, he came to the home 
office in Hartford as an agency assist- 
ant and in 1921 was promoted to as- 
sistant superintendent of agencies. He 
has been a superintendent of agencies 
since 1927. 





North American Life of Canada has 


appointed R. W. Keyes as assistant 
secretary. He will devote himself to 
research work in connection with 


agency operating methods. 

Prudential has named John J. Wilson, 
Jr. as investment officer in Prudential’s 
Canadian head office at Toronto. He 
has been in charge of the New England 
mortgage office at Boston. 


Northern Life of Canada has pro- 


moted A. L. Manness from chief under- 
writer to assistant secretary. He joined 
the company in 1931. 

Security Life & Trust is constructing 
a new building in downtown Winston- 
Salem for exclusive use of the com- 
pany. Completion of the building is 
expected in April, 1951. 





N. C. Limits Issuance 
of Temporary Licenses 


RALEIGH, N. C.— Commissioner 
Cheek has announced that beginning 
Sept. 1 the issuance of temporary, 90- 
day licenses to agents will be restricted 
to industrial agents and emergency or 
hardship cases. 

Under North Carolina laws, an ex- 
amination is required before the issu- 
ance of a license but the commissioner 
under some circumstances may grant 
temporary 90-day licenses prior to the 
examinations. 

Under Mr. Cheek’s new ruling, tem- 
porary licenses will go only to: 1—an 
agent appointed by an insurer issuing 
policies on the industrial plan, if agent 
actually collects and services on indus- 
trial debit; 2—the personal representa- 
tive of a deceased licensed agent or 
broker, or to his surviving spouse or 





some other proper person in case the 
personal representative or surviving 
spouse does not apply or is not quali- 
fied; 3—an employe, legal guardian or 
spouse of a licensed agent, general 
agent or broker becoming disabled be- 
cause of sickness, insanity, or injury, 
or te some other proper person. 

Mr. Cheek said the new regulations 
are designed to correct a situation in 
which agents obtain temporary licenses 
to issue life insurance and then write 

& H. and hospitalization insurance 
as well. 





Canadian Actuaries Elect 


Canadian Assn. of Actuaries has 
elected as president H. H. Blakeman, 
general manager of Empire Life; J. E. 
Moore has been named secretary-treas- 
urer, and on the council are D. C. 
Baillie, J. W. Ritchie and W. D. Pat- 
terson. 





The President's Award for the top 
producer of Indianapolis Life’s Presi- 


dent’s Month, honoring Walter _H. 
Huehl, went for the second straight 
year to Nate Kaufman, Shelbyville, 


Ind., a qualifying member of the Mil- 
lion Dollar Round Table for the past 
six years. 
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He Had to Start From Scratch 


It wasn't easy to sell life insurance back in 1875, when The Prudential was founded. People 
had to be convinced that life insurance was all we claimed. There were no tested sales tech- 
niques, no national advertising, no well-known Rock of Gibraltar. 


It still takes hard work; but today Prudential’s brokerage service simplifies the job for Bro- 


e One-case agreement guaranteeing your commissions on even the smallest case, 

e Impartial advice and careful personal attention on all cases regardless of size, 

e Expert Field help in closing cases—no charge, no split commissions, 

@ Magazine and radio advertising that reaches millions of people—coast-to-coast, 
e Illustrations and proposals to simplify your Life sales. 


Just bring us the details on your prospect. We'll handle the technicalities—even help you 
sell him. See for yourself. Call at your nearest Prudential Agency today. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


J. 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 
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COMPLETE PERSONAL INSURANCE COVERAGE 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


THEO. P. BEASLEY, President 
HOME OFFICE 


Life Insurance in force exceeds $300,000,000.00 


DALLAS, TEXAS 


—_. 














Price and Value 


When a commodity or service is priced right, price and 
value mean the same thing. When the quality is less than it 
should be, in relation to the price, then the price is too high. 
When too much is given, the price is too low. 


An ideal sale is one which is a good deal for both buyer 
and seller. 

That is one reason why Washington National Fieldmen are 
so happy. The protection they have to sell is packed with 
value and priced right. An explanation of policy coverage 
and our service enables our men to meet competition. 


WASHINGTON NATIONAL 
INSURANCE COMPANY 


EVANSTON, ILLINOIS 


H. R. KENDALL, Chairman G. R. KENDALL, President 
J. F. RAMEY, Exec. Vice Pres. and Secy. 











LIFE AGENCY CHANGES 





Four Agency Men 
Named by N. Y. Life 


New York Life has made several 
changes in agency personnel. V. V. Van 
Leuven, manager at Milwaukee, has 
been transferred to the home office as 
superintendent of agencies. 

Verne S. Stanford, manager of the 
Lincoln branch in New York, becomes 
manager at Milwaukee. 

Donald W. Smith, manager at Mem- 
phis, succeeds Mr. Stanford. 

Richard P. Koehn, formerly Dallas 
manager and more recently superinten- 
dent of agencies in New York, has been 
named manager at Memphis. 

Mr. Van Leuven joined the company 
in 1928 as an agent at Seattle, becom- 
ing assistant manager there in 1934. Two 
years later he was named assistant man- 
ageer of the Oregon branch. In 1938 he 
was promoted to manager of the Idaho 
branch, later managing in Montana, and 
at Denver and Milwaukee. 

Mr. Stanford started at Cleveland in 
1933. He was appointed assistant man- 
ager in 1940, and manager at Bingham- 
ton in 1942. Later he became manager 
at Buffalo and Brooklyn and in 1948 was 
named Lincoln branch manager. 

Mr. Smith started in 1922 at San Fran- 
cisco where he became assistant mana- 
ger. From 1940 to 1946 he was manager 
at San Jose before his transfer to Sac- 


ramento as manager. In 1949, he was 
assigned to the home. office. He has 


been manager at Memphis since early 
this year. 

Mr. Koehn started in 1932 at Des 
Moines. Later he became assistant man- 
ager at Chicago. He was manager in 
South Dakota and at Omaha and Mil- 
waukee before his appointment as as- 
sistant superintendent of agencies of 
the western division with headquarters 
in St. Louis in 1947, 

When the company returned to Texas 
in 1948, he opened the Dallas branch. 


Wellenkamp is V.-P. of 
Miami Manhattan Agency 


Donald J. Wellenkamp has been ap- 
pointed executive vice-president of the 





Ranni Agency, of 
Miami, general 
agents of Man- 
hattan Life. 

For the past 
year, Mr. Wellen- 
kamp_ has_ been 
agency vice-presi- 
dent of Service 
Life of Omaha, 
and for 15 years 
prior to that, he 
was. with Wash- 
ington National. 
He has had more 

D. J. Wellenkamp'§ than 20 years ex- 


perience in both 
field and home office, having started 


with Massachusetts Mutual as an agent, 
subsequently joining Illinois Life where 
he did agency organizing and _ public 
relations work. Mr. Wellenkamp was for 
two years press chairman of H. & A. 
Underwriters’ Conference and has been 
active in the Life Insurance Advertisers 
Assn. 


Knuckles Succeeds Weerts 


Thomas J. Knuckles has been ap- 
pointed general agent at Denver for 
Bankers Life of Nebraska. 


Mr. Knuckles succeeds E. H. Weerts 
who was selected by the company to 
open a new agency office at Scottsbluff, 
Neb. 





Metropolitan Names Seven 


Recent district office manager appoint- 
ments by Metropolitan Life are: 

Alonzo H. Wilks, Jr., former assist- 
ant manager in Houston, to be man- 
ager at Springfield, Mo. Clarence E. 
Wiesner, formerly manager at Hannibal, 


Mo., to be manager of the Fontenelk 
district in Omaha. Thomas F. Guhmay 
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formerly assistant manager in St. Louis 
to be manager at Hannibal. 
L. Brouhard, f 


southwestern territory, to be manage 








at Moberly. James O. Crump, formerhf.; 


territorial supervisor for the south cenfy 


tral territory, to be manager at Bristol 
Tenn. John M. Ramey, formerly fielj 
training supervisor for the midwestery 
territory, to be manager at Sioux City, 
Ta. 


Smith to St. Louis, Nelson 
to Coast for Aetna Life 


Walter W. Smith has been appointed 
general agent at St. Louis for the Aétn 
Life succeeding J. Denny Nelson whg 
becomes manager at San Francisco. 





Cook Heads New Agency 


Prudential has realigned its Roches. 
ter ordinary agency territory and cre. 
ated a new ordinary agency at Syra 
cuse. 

Named to head the Syracuse agency 
is Frederic IT. Cook, currently a home 
office senior training consultant and 
formerly assistant manager in charge 
of the detached point. An alumnus oj 
the University of North Carolina, Mr, 


WITH ONLY A YEAR’S EXPERI. 
ENCE IN THE BUSINESS, THIS 
UNDERWRITER MOVED TO A 
CITY WHERE HE KNEW NO 
ONE. THEN — — — 


“When I moved to Calgary I didn’t 
know anyone outside the company 
office (Mutual of Canada). How- 
ever, I managed to write $50,000 
of business in my first month,” says 
Ross H. H. Fletcher in an article 
written for Life Insurance Courant. 


Despite his newness to the business 
and being a stranger in Calgary, 
Fletcher's sales during the 12 
months following his arrival totalled 
$668,000. 


Education the answer: In his ar- 
ticle, Mr. Fletcher states, ‘‘During 
the initial weeks of my life insur- 
ance career I studied and completed 
Introduction to Life Underwriting, 
that most helpful study program 
prepared by Insurance Research € 
Review Service. This course of study 
I would, if I were asked, recom- 
mend to any new man in the life 
insurance field, as I feel (and I 
speak from personal experience) 
that it contains an introduction to 
those basic principles of life insur- 
ance salesmanship which are s0 
essential to all of us who are new 
in the field.” 


R & R’S INTRODUCTORY 
COURSE IS THE OFFICIAL 
TRAINING COURSE FOR OVER 
100 COMPANIES IN THE UW, §S. 
AND CANADA. MORE _ THAN 
55,000 LIFE UNDERWRITERS 
HAVE USED IT FOR THEIR 
BASIC TRAINING. 


PAUL SPEICHER 











President 


THE INSURANCE 


RESEARCH & REVIEW SERVICE 


INDIANAPOLIS 
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Cook joined Prudential in 1946 as a Francisco with the Murrel Brothers, ham, Wash. He succeeds Curtis H. been printed and is being circulated 

special agent at Rochester after serving California general agents of the com- Sehon, who was recently advanced to with requests for prompt registration. 


jor seven years as production and pur- 
chasing manager for several plants in 


nter 
vel that area. 


uhmap 
‘iFarrell Named Home Life 
Manager in Texas 


Home Life of New York has opened 
its first agency in Texas. Charles C. 
Farrell is agency manager. The office 
i; in the City National Bank building, 
"Houston. ; 
The company reentered Texas in 
October, 1949, in line with its expansion 
“polans. Originally it was licensed in 
MPTexas in 1889 but withdrew in 1907. 
The company will write group and ordi- 
nary there. 

Mr. Farrell was named assistant man- 
ager at New Orleans and became an 
agency field assistant in the home office 
early in 1949. He is an alumnus of 
Tulane and a coast guard veteran. 









































ankers, Ia., Group Man 


Henry T. Handschuch is the new 
group representative at Los Angeles for 
Bankers Life of Iowa. 

He attended Sydney University in 
Australia while serving there with the 
“Bair force. 

After his return from service, Mr. 
‘PHandschuch was with the sales depart- 
ment of United Air Lines in New York 
ior a year. He then joined Continental 
Casualty and after a year in New York 
was transferred to Los Angeles in 
‘Bcharge of the A. & H. office. 





}Mutual Trust Appoints 


Mutual Trust Life has named Homer 
Gwinn & Co., Chicago general insurance 
agency, as general agent. Arthur L. 
Jackson will manage the life department. 
Mr. Jackson got his start in life insur- 
ance in 1931 with the Zischke agency 
in Chicago of Union Central Life, in 
which he became a supervisor. He joined 
Gwinn & Co. when it was formed in 
1934 as a broker. 











Confederation Ups Lloyd 
C. R. B. Lloyd has been named treas- 
RI- |Purer of Confederation Life. Mr. Lloyd’s 
HIS |Ptitle will be treasurer and superintendent 
A of mortgage investments, which latter 
: position he has held since 1939. 
NO |BHe joined the company’s mortgage de- 
partment in 1914, and was appointed 
joint treasurer in 1949. 
in’t 
any = 
ow. |} Mandia to Manhattan 
re Vincent L. Mandia has joined the 
san Kelley-Baum agency of Manhattan Life 
at Detroit as brokerage supervisor, For 
ess the past two years he has been broker- 
3 age manager at Detroit for Occidental 
Ned |PLife. Previously he was with Aetna 
Life. Before the war he was with 
oil American Mutual Liability. 
ing 
tea |JOccidental Raises Acre, Kirk 
—— Occidental Life has appointed Rich- 
L é ard S. Acre brokerage manager at De- 
dy |Ptroit and William B. Kirk assistant 
life brokerage manager at Philadelphia. 
1 I Mr. Acre was previously an agent 
" with Mutual Benefit Life and Mr. Kirk 
ur- |ptad been with Aetna Life as an agent 
so and as an assistant in the estate plan- 
ew hing department. 
:¥ |{Mutual Benefit Names Two 
= Mutual Benefit Life will establish 
AN owa state headquarters in the Liberty 
RS building in Des Moines. General agents 
IR Pior the area will be Paul B. McCray, 
general agent at Davenport, and How- 
ad E. Dahlberg, associate general 
agent. Both men will operate out of 
es Moines. 





Quillen to Milwaukee Post 


Paul J. Quillen has been appointed 
sistant general agent at Milwaukee of 
Mutual Benefit Life. Mr. Quillen has 
ten assistant general agent at San 








pany. He joined the Mutual Benefit at 
Minneapolis after service as an air force 
pilot and after a period at the home 
office went to California. 


F. A. Baker Fresno Chief 


Francis A, Baker has been promoted 
to manager of Prudential’s new Fresno 
district office. He joined Prudential at 
Waukegan, IIl., in 1937, became assist- 
ant district manager at Chicago in 1941, 
transferred to Denver in 1943 and be- 
came staff manager at Fresno in 1947. 





Arlin Anderson, formerly an agent 
with American General Life for seven 
years, has been appointed district man- 
ager at Tyler, Tex., by Western Reserve 
Life. Jack H. Lawrence has been named 


seers manager at Fredericksburg, 
Tex. 

Robert J. Faulkner has been ap- 
pointed manager at Peterboro, Ont., 


for Empire Life. 


London Life has appointed Eric C. 
Duval as superintendent at Ft. William 
and Port Arthur. 





Philip C. Simon has been promoted to 
staff manager of Prudential at Belling- 


manager of the Tacoma district. 
Mr. Simon joined Prudential as an 
agent in Seattle in 1947. 





Alvin D. Safranek, a member of the 
home office staff of Midwest Life has 
been made district manager at David 
City, Neb. 


Melvin M. Sanders has been ap- 
pointed manager of the Gordon Fowler 
Co., Austin, Tex., agents of Capitol Life 
of Denver. 








F inal Union Central Meeting 


The eastern territorial meeting of 
Union Central Life held at Atlantic 
City, N. J., was the last of five such 
meetings for the year. 

The others were the $500,000 Club 
convention at Havana, the southern ter- 
ritorial meeting at Biloxi, Miss., the mid- 


western meeting at Chicago and the 
western meeting held at Colorado 
Springs. 


Announce N. Y. Courses 


Announcement of courses to be of- 
fered by the school of insurance of the 
Insurance Society of New York has 


Classes in 82 subjects will be conducted 
by more than 150 teachers. 

Pensions and statutory disability are 
among the new subjects in the cata- 
logues as are courses on business sta- 
tistics, business management and hu- 
man relations. Registration closes Sept. 
15. Most classes begin Sept. 20 except 
the agents and brokers qualification 
course which starts two weeks earlier. 





Gen. American War Clause 


General American Life has announced 
that effective July 19 the war and avia- 
tion risk exclusion provisions apply on 
policies covering members of all branch- 
es of the armed forces, including the 
national guard, coast guard and reserves. 

In his letter Vice-President and 
Actuary Otto J. Burian explained the 
ruling as: “A tentative, minimum pre- 
cautionary measure, subject to change, 
which initially, will affect only a negli- 
gible percentage of applications sub- 
mitted.” 





More than 10% of the employes of 
Occidental Life ‘paced their Life Of- 
fice Management Assn. Institute exam- 
ination for the spring courses. There 
were 123 successful students in all. 















Making Money 


with the 


Money Plan 


Lincoln Lifers throughout the land have in- 
creased their earnings through the LNL Money 
Plan. This simplified programming technique in 
package form is built around a visual approach 
and presentation which gets results. 


Lincoln National’s Money Plan is another rea- 
son for our proud claim that LL 1s geared to help 
its field men. 


The 


LINCOLN NATIONAL 


LIFE INSURANCE COMPANY 


Fort Wayne 1, Indiana 


Its name indicates its character 
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A WELL-BALANCED COMPANY 


the whole ooo” 
ALEXANDER POPE 


A Life Insurance Company is the 
sum of its several parts. The 


proper balance of each of 


these parts is essential to the 


effective functioning of the whole. 


To maintain such balance in its 


operations is a prime 


objective of Fidelity. 


Fidelity is a well-balanced company. 


The 


FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA « PENNSYLVANIA 
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Vital To Economy 


Ownership of life insurance is up an 
estimated six billion dollars and 80 


n men, women and children in 


America now own life insurance—80 
million people whose savings have 
helped us to have the best fed, best 
clothed, best housed, best educated 
nation in the world. Their savings, 
loaned through life companies, make 
better business conditions and are 
constantly raising our standards of 


Are you interested in a profession 
with far reaching results? Then you 
will find it pays to be friendly with 


“The Friendly Company” 


| Hills 


| and 


PEOPLES LIFE INSURANCE COMPANY 


ASSOCIATIONS 


D. C. Area Leaders’ School 


Representatives of the Delaware, Bal- 
timore, Cumberland, Hagerstown, East- 
ern Shore and District of Columbia 
associations were represented at a 
leadership training school for officers 
of local associations held at Washing- 
ton. Mentor of the meeting was John 
D. Marsh, Lincoln National, Washing- 
ton, N.A.L.U. trustee. 








New Georgetown Assn. 


Commissioner Murphy of South Caro- 
lina spoke at the charter meeting of 
the newly organized Georgetown asso- 
ciation. State Senator James B. Mor- 
rison and Robert H. Lovvern, president 
of the state association, also addressed 
the group. 

Officers of the new group are Iredell 
Hilliard, president; E. M. Britt, vice- 
president, and W. S. Holmes, secre- 
tary-treasurer. 

At a later meeting the Georgetown 
association showed the film “For Some 
Must Watch!” The film was produced 
under the auspices of the Institute of 
Life Insurance. 


Awards Scholarships 


Hartford Life Underwriters Assn. has 
made its 1950 scholarship award, at the 
advanced business 


summer school in 
insurance and advanced underwriting 
at the University of Connecticut, to 


Francis W. Walsh of Hartford. This 
is the Hartford association’s first such 
award. After this they will be made 
annually. 

Mr. Walsh won the recognition for 
outstanding production of ordinary life 
insurance in 1949, more than $500,000 
worth. 

More than 50 underwriters were 
selected from among 20 life insurance 
companies in the northeastern United 
States to attend the University of Con- 
necticut summer school. 

Mrs. Eva W. Bailey, Northwestern 
Mutual, has been chosen as _ recipient 
of a scholarship given by the Con- 
necticut Life Underwriters Assn. 





Cedar Rapids, Ia.—John B. Heidel, Na- 
tional Life of Vermont, has been elected 
president. K. P. Quinn, Occidental, was 
named vice-president: Frank Frames, 
secretary; Robert J. Thiel, Aetna, trea- 
surer; C. V. Shepherd, National Life of 
Vermont, state committeeman, and R. 
H. Pickford, Jr., Northwestern Mutual, 
national committeeman. 

Miami—At a special meeting of the 
board a resolution was passed offering 


thanks to Robert W. DePau, Jr., Pru- 
dential, who has just retired as presi- 
dent. Speaker at the installation meet- 


ing was Congressman William (C. 
Lantaff. National Quality Awards were 
made to 29 agents. 

St. Paul—New officers are Gregory R. 
Hagan, Penn Mutual, president; Walter 
Stone, vice-president, William H. Nelson, 
secretary-treasurer and Norman Knut- 
son, national committeeman. 

Montreal—New officers include Irving 
Riddel, London Life, president; L. J. 
Chevalier, 1st vice-president; R. A. Not- 
man, 2nd vice-president; W. O. Percey, 
secretary-treasurer. 

Owen Sound, Ont.—S. D. Hindle has 





been elected president; James S. Dewar, 
vice-president, and Burton W. Kearns, 
secretary-treasurer. 

Lansing, Mich.—The annual picnic has 
been scheduled for Aug. 11 at Indian 
Golf Club. Golf, softball, horse- 
shoes and cards will be played in the 
afternoon, followed by a cocktail hour 
shrimp dinner. George Elonka is 
chairman for the event. 

Green River, Ky.—Four members have 
been chosen to attend the national asso- 
ciation meeting in September at Wash- 
ington, D. C. They are J. G. Weill, Don 
Cawthorne, Dudley Sheets and R. H. 
Breckenridge. Messrs. Weill and Caw- 
thorne will also attend the executive 
committee meeting in Louisville in Au- 


|; gust. 


Indiana 


' be 


Battle Creek, Mich.—The association 
is preparing to launch a _ three-phase 
educational program during the 1950-51 
year. A life insurance bookshelf is to 
presented to the Willard library as 





the first phase, it was explained. 7], 
second phase will be development , 
plans for insurance educational seryjg 
to be offered in the public schools ; 
connection with Life Insurance Weal. 
next January. Cooperation of undef ew | 
writers in the annual Business-Indyg 
try-Education day of the Chamber ,y 
Commerce will be the third part of ¢ entel 
program. 
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A medium sized company with a ied io € 
reputation for fair dealing with} the Ae ge 
their agents needs a man to head at  ggellt 
. Aye A ‘A % 
their agency department. This po-ferm of the 
sition is now being handled by one} This polic 
f the offi s of th ") 15 to 60, wi 
of the officers of the company. Forks; “Jt is pa 
a man who can handle sales meet-[waiver of | 
ings — enthuse salesmen and is poy 
promotionally minded this is a real i 
opportunity. 


Woodward & Fondiller, New Yo; 
consulting actuarial firm, has moved ; 
offices from the downtown insurane 
district to larger quarters at 524 We 
57th street. 
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19 126.04 3 
2 128.21 
oe ft 
The Insurance Opportunity J! 13:27: 
e ° 24 «137.80 3¢ 
of a Lifetime — 3 14042 3 
% «=©143.14 33 
a Sterling Has Hos} 
General Agency in American 


fering hospit 
a $50 deduct 
tion which is 
chise and gr 


New Mut 


Mutual Se 
troduced a n 
increased its 
dividend acc 
options from 
New plans 
fered risk 

amounts of § 
not less than 
riders for 10 
income riders 


KENTUCKY 


Strong home-office pr p 

tion . . . together with a complete line 
of fast-selling, new, advanced-coverage 
policies . . . and high commissions . .. 
assures you quick, lasting success with 
Sterling. If you are thoroughly experi 
enced, aggressive, and able to organize 
and produce, write me in confidence. 





Louis A. Breskin, President 
Sterling Insurance Company 
401 Sterling Building, Chicago 11, Illinois 
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PROVIDING FAMILY SECURITY 
FOR OVER HALF A CENTURY 












More than 
agency house 
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A. J. BOCK CO. 
Real Estate Loan Agents 


Inquiries Invited 


345 Franklin St., San Francisco 2, Co 
HEmlock 1-6273 
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ce Wee Goal of Midwest Life to reach $50,000,- 

f unde ew M h Li f be in business in force at tthe end of 

ss-Indys an attan 1 e 1950 was in sight at the end of June 

amber es = na oo, of te insurance was 
in force New issue usiness for the 

rt of th annie} Policy first half totaled $5,046,000, up $2,192,000, 
a new all time high in both respects. 

= Manhattan Life has announced its OP A Med North American 

é e asualty paid tribute to its pres- 
ew Yor entennial policy providing an Be ae ident, H. P. Skoglund, in June by pro- 
noved ig! $100 a month for 100 months if death ducing a total of $6,347,444 in new life 


ncurs before age 65. This plan is also 
sued as a half unit providing $50 a 
nonth for 100 months. 

At anytime before the policy anni- 
ersary ON W hich the insured’s age near- 
rst birthday is 62, the centennial policy 
SOY [pay be converted without medical ex- 

bmination or other evidence of insur- 
"y bbility to any other plan, exclusive of 
- erm insurance, either as of attained age 

or as of original date and age. If the 
with afnsured is over 50 at the time of issue 
> with} the Centennial policy, the period dur- 
o head p28. which conversion may be affected 
o head till be extended to cover 4/5 of the 
his po- berm of the policy. 
by one This policy will be issued from ages 
15 to 60, with premiums payable to age 


insurance 
24 Wes 








ly. For 65. It is participating and includes the 
; meet-fwaiver of premium disability benefits 
and js without specific extra charge in all stand- 
‘ “Ird issues. The accidental death benefit 
3a realimay be included at small additional 
charge. 
Annual premiums per $100 monthly 
income are: 
NNEL Age Prem. Age Prem. Age Leger Age Prem. 
7 1) $118.17 27 $146.03 39 $195.89 51 $283.75 
| 7-908; *120.07 28 148.93 40 201.32 52 293.70 
17 121.97 29 152.28 41 207.20 53 304.10 
18 123.96 30 155.81 42 213.17 54 315.05 
a) 126.04 «81 «2159.61 43 219.59 55 326.54 
9 6©-128.21 32 163.41 44 226.20 56 338.49 
% 130.38 33 167.48 45 233.08 57 351.15 
. 9 132.82 34 171.73 46 240.59 58 364.36 
IMity B; 135.27 35 176.16 47 248.37 59 378.21 
24 137.80 36 180.78 48 256.60 60 390.69 
% 140.42 37 185.48 49 265.29 
- %3 «143.14 38 190.64 50 274.34 
e s 
Has Hospital Deductible 
n American Hospital Life is now of- 
fering hospital and surgery benefits with 
a $50 deductible clause and a modifica- 
tion which is more flexible on the fran- 
chise and group coverage. 
= 
pope (New Mutual Service Plans 
verage ff) Mutual Service Life St. Paul, has in- 
1s... troduced a new dividend scale and has 
s with increased its current rate of interest on 
exper Bdividend accumulations and settlement 
rganize Poptions from 212% to 3%. 
ence. ff New plans now being issued are pre- 
fered risk endowment, in minimum 
amounts of $5,000; term to age 65, for 
not less than $2,500; family maintenance 
Ilinoit Briders for 10 and 15 years and family 
income riders for 10, 15 and 20 years and 
to age 65. 


Waive Death Benefit Debit 


Minnesota Mutual Life has an- 
nounced the liberalization of its practice 
concerning death claims arising under 
older policies. Policy forms issued prior 
to January, 1948, provide for deduction 
of premiums to the anniversary follow- 
ing the date of death. The company is 
foregoing the deduction of all premiums 
falling due after the date of death. 













Milton i in Wows ten 

Arthur Milton, midtown New York 
general agent of Postal Life has moved 
fo new and larger quarters at 500 Fifth 
avenue, 

This agency was the first appointed 
by Postal Life in 1948, and it is fre- 
quently in first position for the com- 
pany, 

Mr. Milton has as his associate gen- 
tral agent Harold Demian and as _ his 
Tokerage manager, Bert Saruya. 

More than 400 guests attended the 


agency house-warming, The move will 
table the agency to expand its full 
#5 tme and brokerage facilities. 
cal The Aspegren agency of Chicago of 
2, Ohio National Life has moved to Suite 
1855, 1 North La Salle street, Chicago 2. | 
ee 
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sales. This topnee the company’s previ- 
ous high by 879 

New Ri Tit written by Equitable 
Soares during the first six months of 
1950 amounted to $574,084, 335, bringing 
the Society’s insurance in force at mid- 
year to $14,454, 569,023. Since its found- 
‘ing the company has paid out more than 
$7 billion to policyholders and benefi- 
ciaries. The $7 billion payment mark 
was reached in June, approximately one 
month before Equitable’s 91st anniver- 
oo Total assets are now $5,435,000,- 


An increase of 11.5% in new business 
during the first half of the year was 
shown by Provident Mutual Life. Dur- 
ing the same period, insurance in force 
increased to-an all-time high of $1,370,- 
815,000. 

Averaging almost $21,500,000 a month 
since the start of the year, new business 
of Penn Mutual Life totalled $128,991,- 
361 for the first half of 1950. This repre- 
sents an increase of more than $10 mil- 
lion and a gain of 8.76% over fig- 
ures. New business for the same period 
was 45% higher than the average for the 


Insurance in force rose to 
There were 23,677 new 
bringing the total poli- 
The average 


last decade. 

2,834,552,593. 
policies issued, 
cies now in force to 753,622. 


new policy increased to $5400, compared 
Png $5100 last year. Assets amounted 
to $1,2 


271,000,000 compared with $1,210,- 
000, 000 as of June 380, 1949 


Indianapolis Life total paid business 
for the half-year period was the largest 
in history, as was the paid volume figure 
for June. The annual president’s month 
competition in May also resulted in a 
new high for business during that period. 

New England Mutual—the largest June 
business in company history, 22,584,- 
000, brought the half year total paid-for 
to '$134,197,000, which slightly exceeded 
the comparable figure for last year. The 
six month increase of $71,952,000 brought 
the company ‘s total insurance in force 
to $2,822,000,000. Assets now exceed $1,- 
100,000, “000. 

Security Life & Trust of Winston- 
Salem completed the best six months in 
its history. Insurance in force increased 
$17,800,000 to $251 million. Assets in- 
creased $1,700,000 to $26,300,000. Average 
interest earnings were 3.78%. The sur- 
plus increased 25%, bringing capital and 
surplus to more than $2 million. A 
331/3% stock dividend was declared, 
payable Aug. 10, which will increase the 
capital stock ‘to $1 million. 

Production of the first six months for 
Great-West Life was up 5%%. Business 
was produced at the rate of more than 
$20 million per month and the total for 
the first half was more than $128 mil- 
lion, the largest six months  produc- 
tion in company history. More business 
was placed during this half year than 
in any full year prior to 1940. Ordinary 
sales of $76 million were down 7% from 


the corresponding period of last year as 


were sales sof individual annuities which 
declined 12 Sales in the group an- 
nuity field totaled $41 million, an in- 
crease of 49% over the first six months 
of 1949 and the largest group produc- 
tion for six months in history. Total 
business in force at the end of June 
was $1,586,000,000. A.&H. in force has 
reached a volume of $4 million annual 


= emium income. 


Atlanta CLU. Elects 


The Atlanta chapter of C.L.U. elected 
the following officers: Charles G. 
Bethea, president, New England Mu- 
tual; Dickey Boyd, vice-president, New 
England Mutual, and Tom _ Penland, 
secretary-treasurer, Reliance Life. 








Passed No Insurance Bills 

No insurance legislation was enacted 
by the special session of the Washing- 
ton legislature which adjourned July 
21. During the five day session the 
legislature confined itself principly to 
appropriating $16 miiliin to meet the 
costs of liberalized social welfare 
legislation. 

A. M. Roche, Lansing agency mana- 
ger for Michigan Life, has obtained at 
least one application for a life insur- 
ance policy each week for the last 15 
years. 
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A Salute to a Pilot Leader: 


R. O. BROWNING 


R. O. Browning, General Agent at Burlington, N. C.. 

is a 30-year man in the Pilot field organization. He has 
completed 1688 consecutive weeks in the 
App-A-Week Club an app every week since 


he signed his Pilot contract. 


Browning says that the sales helps, stimulation, 
and recognition of achievement from 
his home office have kept him striving 
for membership in the App-A-Week 
Club. He is a leader in the 


Pilot Field. We salute him. 



































Dill Dye Mien ee 


GREENSBORO, NORTH CAROLINA 
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than through clauses the extra military 
hazards could be covered. 

Harrington proceeded to set the 
theme of the remainder of the meeting 
by suggesting that the problem be local- 
ized and that some solution of the im- 
mediate problem be devised rather than 
a long-range solution. He said, “We are 
in a position of permitting or discourag- 
ing competition through our war clause 
action. Mr. Bohlinger thinks we are 
justified in limiting competition.” Con- 
sequently, he asked that the companies 
come up with some statement as to what 
they were willing to do. 

Harris of Minnesota pointed out that 
status clauses vary widely in limiting 
home areas. He asked what would be 
wrong with making status clauses uni- 
form insofar as home areas are con- 
cerned. 


Likes N. Y. Definition 


Mr. Shepherd expressed the opinion 
that the home area definition as included 
in the New York state law was the most 
satisfactory for the last war, but pointed 
out that home areas in one war are not 
the same as home areas in another. He 
emphasized again that the approach to 
war clauses cannot be stereotyped and 
cannot be limited. In the first war, he 
pointed out, the commissioners adopted 
a standard clause, but not too many of 
the companies chose to use it. In the 
second war the companies were con- 
vinced that they should devise some sort 
of uniform wording. This proved to be 
not too fortunate and this time the com- 
panies are not even convinced that some 
form of uniform wording should be 
worked out. They feel that the situation 
will work itself out, he said. 

Harrington asked if the life insurance 
industry could not come up with any 
minimum standard of recommendation. 
Mr. Shepherd countered with, “We rec- 
ommend that each state commissioner 
approve what the statutes of his state 
permit.” To this, Mr. Harrington re- 
marked that this hardly sounded like the 
kind of constructive assistance the com- 
missioners had expected when the meet- 
ing was called. 

Mr. Hogg expressed himself in favor 
of localizing the problem. He said, how- 
ever, that the companies in the second 
war jumped into crystallizing war clause 
provisions without hesitancy. “We now 
have a hesitancy and we don’t want to 
do that this time,” he said. 


Anti-Trust Pall 


Harrington remarked that he was 
conscious of the pall of anti-trust caution 
which hung over the proceedings. He 
suggested that where companies and 
commissioners alike are acting in the 
public interest, the problem as far as 
anti-trust violation goes, is far different. 
He pointed out that President Allyn 
called a meeting of the commissioners 
to see if the state supervisors couldn’t 
be of some help to the companies.In such 
a situation in the public interest, one 
doesn’t have to fear the federal courts. 
Mr. Harrington called Manual Gorman 
of Life Insurance Assn. to say a few 
words in this connection. Mr. Gorman 
was a former special assistant in charge 
of the anti-trust division of the depart- 
ment of justice. He arose to say that 
under circumstances such as the present, 
the companies need have no fear of 
unanimous expression of opinion. He 
said that it was not so much the fear of 
federal courts that was keeping the 
companies from expressing any unanim- 
ity, but it was the fact that there is 
actually no unanimity between the com- 
panies on the war clause problem. The 
speakers who have spoken so far have 
been unable to offer any recommenda- 
tion that would stand for all of their 
companies collectively, he said, because 
there is no solidity of attitude. He said 
that the companies feel they need some 
set of principles that permits some dis- 


cretion in using either status or results 


clauses. He said the only trust dangers 
to the companies would be if the com- 
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panies came to the commissioners 
told them what they wanted them to 4 

Here Mr. Harrington suggested th 
the meeting should be disbanded temp 
rarily, so that the company represen 
tives could get together and so ¢t 
before the meeting was over, these tg 
resentatives and the commissione 
could come up with some set of pri 
ciples that would make the meet 
worth while. 
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greatest 


pusiness, which is the agents’ 
the 


asset, by selling life insurance on 
basis of competitive war clauses. 

In answer to Harrington’s question as 
to whether any company is considering 
extra premiums rather than a _ war 
clause, Mr. Menge said that Lincoln 
National during the last war offered 
full coverage at higher premiums and 
kold little of it. Nevertheless he in- 
ficated the company would do the same 
in the event of another war. In regard 
o charges, he could recall only that 
is company charged $60 per $1,000 
per year extra for infantrymen overseas. 
Harrington touched upon discussing 
nviation riders at future meetings, act- 
ng on suggestions that war and avia- 
Bion clauses be segregated. 

. E. Morrison, underwriting execu- 
ive of Great-West Life, reported that 
n Canada during the last war all the 
ompanies operated on an_ extra-pre 
nium schedule of which a large per- 
entage was refunded after the war. 
e reported that very few service men 
»0k advantage of the schedule. 


_ Y. Life Has No Clause Yet 
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James T. Phillips, vice-president in 
harge of underwriting of New York 
ife, reported that his company prefers 
he underwriting method of guarding 
ngainst anti-selection from service men. 
e reported in the last war that his 
ompany adopted the status clause re- 
uctantly but now, in case of necessity 
vould certainly prefer the results 
lause. Paul Pfister, deputy commis- 
Fioner of Indiana, reported that Vieh- 
nann of Indiana feels that war clauses 
should only refer to deaths from actual 
ombat. 

Charles G. 
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ar claus Taylor, Jr., executive vice- 


that flresident of Metropolitan, stated that 
e men is company began using the status 
d out thifjause in the last war and switched to 
Ons, Mihe results clause as being far more 
3S€S, €Vtractical and causing much less dis- 
Mr. Befatisfaction among policyholders. How- 
uggestiifyer, he maintained that no one should 
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be denied the right to use the status 
lause. ; 
He said that any war clause questions 
bt the present time are unanswerable. 
He said the industry must be in a posi- 
ion to meet situations as they arise, 
hat war clause action must be fluid 
and not binding upon the companies, 
ecause the situation can change so 
apidly. 

Asked what he thought of pooling 
0 cover catastrophe losses among 
ivilians, Mr. Taylor said that civilian 
estrictions would certainly have to be 


ER iscussed, but right now is the time to 
pet the military restrictions out of the 
way. Mr. Taylor reported that this 

urance mind of thinking is alreadv being done 

; by the companies. He said that Metro- 

Ne AB olitan as yet has no war clause and 

a man@vill write normal amounts on normal 

50 as 
.N. Action Not War 

salary 

lected Rowland H. Long, associate counsel 

1e { Massachusetts Mutual, expressed the 

of our pinion that the courts would not con- 

iil true a UN action as war. He indicated 

viol Bhat war clauses should probably be 

detail, Proadened to include UN action. He re- 
ode orted that where his company formerly 

' sed the standard clause then now favor 

family & results clause. 

held Harry B. Wade, president of Stand- 
rd Life of Indiana, said he felt it 
ss Mr. vould be bad public relations if the 
odmen eople get the idea that the life insur- 
nice business is looking for a way to 

emont levise a non- -competitive war clause. 
At the suggestion of Alexander, 
further discussion of group cover or 
Xcess catastrophe cover was cut off 
to concentrate on the immediate prob- 

lem, 

LABLER It became apparent that many more 

: fompanies are using or are considering 

insure ising results clauses as opposed to status 

riting *Hlauses than were used during the 
wn Second world war. For example, Her- 

— bert B. Thompson, director of the life 

rua “vision of the Michigan department, 

jal pret iestified that 23 war clauses have been 
derwrite, submitted to the Michigan department 


and that 22 of them are on a results 
basis, a much bigger percentage than in 


the recent war. In the testimony 
company officials it became apparent 
that quite a few companies which em- 
ployed status clauses in the last war, 
now favor the results type. A number 
of companies have adopted no clauses 
yet, it was developed. 

Judd Benson, Union Central, Cincin- 
nati, president of National Assn. of Life 
Underwriters, indicated that N.A.L.U. 
prefers that war clauses be designed in 
a manner that does not encourage com- 
petitive clause practices. He said that 
emphasis on the war clause rather than 


on the purposes of insurance is bad 
competition. 
Suggests Extra Premium 

Mr. Benson said that he was struck 


that no one had suggested that com- 
panies charge an extra premium for mil- 
itary risks and then distribute the risks. 
Agents do not find it inspiring to have 
to refuse to take care of the families of 
service men. 

Mr. Benson said that to use the status 
clause would eliminate a great body of 
prospects and not measure up to the 
public responsibility at this time. Em- 
phasizing his phrase “at this time,” he 
added that he is not sure that present 
policyholders want to make a great class 
of military eligibles uninsurable. 

President George A. White of State 
Mutual Life, pointed ou that the nation 
is probably still in Jfe same war as 
what is called the g@cond world war, 
and, in the emerg the companies 
have just got to assume they can use 
the clauses they have been using ‘before. 
He termed it unwarranted that a new 
group of policyholders with, a special 
hazard, should be allowed to anti-select 
against a group of policyholders who 
have been faithfully paying in money 
cover many years. He asked that the 
status quo as of the second world war 
be Ppt. 
arrington asked about applying war 
auses to group insurance. Mr. White 
replied that war clauses should be as- 
signed to group. 


“We Started All the Trouble” 


W. O. Menge, vice-president of Lin- 
coln National, arose to say that it was 
logical that a representative of his com- 
pany should speak because “we started 
all the trouble.” He explained that the 
week of July 12 was a week which 
alarmed the Lincoln National, particu- 
larly business flowing in from the alerted 
west coast. He said such anomalies in 
requests for insurance were received as 
a request for $217,000 on the life of a 
second lieutenant of infantry ready to 
go overseas. Some 35% of the Lincoln 
National business was on military per- 
sonnel on the day before the clause was 
announced. 

Mr. Menge established that only 6% 
of war deaths in the last war would have 
been paid under results clauses that 
would not have been paid on status 
clauses. He based his reasoning on 
391,000 deaths, 296,000 as a result of 
battle injury, 44,000 as a result of avia- 
tion accidents, and 51,000 as a result of 
injuries and diseases. Some 25,000 deaths 
in the service were attributed to non- 
war causes or 6% of the total. 

Harrington asked if the war hazard 
cannot ‘be approached through the un- 
derwriting avenue. 


Results About the Same 


Mr. Menge replied that there is noth- 
ing to prevent an agent from getting the 
restricted amount in a number of com- 
panies for his military client. He main- 
tained that the results are about the 
same as if there were no underwriting 
restrictions at all. 

Harrington asked why the companies 
don’t use their “grapevine,” their investi- 
gative bureaus for pinning down those 
service men who try to get coverage in 
more than one company. Mr. Menge re- 
plied that the agent who wants to get 
coverage for a service man in a number 
of companies can still get it. 

Harrington again asked about the war 
clauses on group insurance to which Mr. 
Menge replied that the policy to which 
group insurance may be converted 
should have a war clause. Harrington 











of 


asked about the millions of dollars con- 
centrated in industrial areas on group 


dental of California, said that a great 
flood of service business had overwhelmed 


insurance on workers. Mr. Menge re- them and caused them to follow Lincoln 
plied that these master contracts are National’s action in limiting writing on 
already written and they can’t be service men. He indicated his company 


changed and there is no way of forcing 
an employer to adopt a war clause on 
his employes. 

Dw 


would favor the use of a results clause 
in the event of world conflict. Harring- 
ton asked him how he feels about an 
excess charge for service men with a 


ight L. Clarke, president of Occi- 
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| INSURANCE is bought, seteeenneed 
not because someone will die, but : 
because someone else will continue 
to live. How it meets the needs of 
that someone who will live is the 
acid test. 
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Example: Is the Family Income 
period based on the insured’s age, 
or the beneficiary’s needs? Income 
to the insured’s age 65 will hardly 
protect a widow who was ten years 
younger than her husband. 


That’s why Occidental’s Family 
Income is written for any income pe- 
riod of 10 to 50 years. It was designed 
for that person who will live. $ 


ccidental Life 
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“WE PAY AGENTS LIFETIME RENEWALS...THEY LAST AS LONG AS YOU DO” 
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possible refund. Mr. Clarke indicated 
that the idea warrants exploration. 

Alexander of Iowa asked if anyone 
present felt strongly that status clauses 
should be used. Clarence Klocksin, leg- 
islative counsel of Northwestern Mu- 
tual, reported that his company’s ex- 
perience under the status clause has been 
so excellent that they would want to 
use it again. 

Mr. Sackman asked if there was any 
objection on the part of the companies 
to accumulating experience in war 
clauses. Mr. Shepherd indicated his 
personal feeling that measuring mortality 
during a war against the preceding five 
years was proceeding on a false premise. 
The preceding five years would not 
.ecessarily be statistically similar to the 
war period minus direct war deaths. 

Mr. Shepherd explained that in the 
recent war there was no war clause re- 
striction on master group policies. When 
an employe left for service his coverage 
automatically ceased. It was only on 
conversions that war clauses were in- 
voked. He added that now there is the 
risk of bombardment of civilian war 
plants. He said that the deck ought to 
be cleared on war clauses for service 
men first, but consideration of the war 
risk of bombardment of civilians in 
group insurance and otherwise, should 
then be considered. 

Alexander interjected that war clauses 
refer to an act of war, but asked if this 
covered service in a United Nations task 
force. Mr. Menge reported that Lincoln 
National has considered that problem 
and employed the phraseology, “declared 
or undeclared war.” He indicated that 
in the temporary emergency they felt 
that if they included some language 
“about the UN, some of the departments 
might delay approval. 

J. A. Budinger, vice-president and ac- 
tuary of Kansas City Life, said his com- 
pany was considering describing the 


deaths resulting from armed service in 
the forces of any nation engaged in an 
armed conflict. 

Edward J. Schmuck, general counse! 
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Acacia Mutual, tinal that Acacia 
is rune on the assumption that with 
the UN declaring Korea an aggressor, 
the courts will not hesitate to declare 
deaths resulting from the Korean con- 
flict an act of war. He reported that his 
company used the results clause in the 
second world war and found it satis- 
factory for the extra hazards of combat. 
He reported that so far his company has 
felt that it could handle the extra haz- 
ards by underwriting restrictions of up 
to $10,000 on armed force members or 
reserves. War clauses above this amount 
will be issued for an extra premium. The 
company hopes to be able to continue 
offering at least basic coverage to service 
men On an unrestricted basis. 

Harrington indicated that he had in 
mind the work of the War Damage 
Corp. with the fire insurance industry 
in tederally reinsuring property in the 
last war and wondered if such a thing 
were not possible to prepare against 
another conflict in regard to additional 
hazards to human life. Mr. Schmuck 
replied that reinsuring the catastrophic 
risk of war is certainly a point that 
should be explored. Harrington said he 
thought that industry pooling should be 
tried first, but it is an idea that should 
be explored soon and not after the next 
war. Harris asked if anything had been 
done along this line. 

Carrol M. Shanks, president of Pru- 
dential, arose to report that a joint com- 
mittee of L.I.A. and A.L.C. has been 
exploring the problem. He reported that 
Prudential had found the results clause 
workable. He said the problem is selec- 
tion against the companies now and 
said that service men are at the present 
time getting insurance at below cost, 
which is inequitable. He reported he 
saw no reason why other companies 
should not be permitted to use the status 
clause. 

Most prominent absentee at the war 
clause hearing was Robert E. Dineen, 
new vice-president of Northwestern Mu- 
tual Life, and immediate past insurance 
superintendent of New York. 





Accident & Health 
Premium Income up 509°o 
in Past 10 Years 






we're referring to the 
record growth which the 42-year-old Wisconsin National Life has experienced. 


A 500% gain in Accident and Health premium income, and 


over 100% gain in Life Insurance in force over the past 10 years. At the same 


time, assets have more than doubled! 


If you are looking for a “live” and growing company to team up with—let 
us explain the attractive reasons why the Wisconsin National Life is one of 


the fastest growing companies in the middle west. 


director, Wm. J. W. Merritt. 


Write or phone our agency 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


HOME OFFICE: 


OSHKOSH, WISCONSIN 


First Legal Reserve Stock Life Insurance Company Incorporated in Wisconsin 





FRATERNALS _ 


Polish Union Improving 
N.A.I.C. Examination Shows 


N.A.I.C. has completed examination 
of Polish Roman Catholic Union of 
Chicago and concluded that, while the 
fraternal is in an improved position 
there are several measures which must 
be inaugurated or continued to main- 
tain or improve the present status. The 
department recommended that the same 
economies be practiced as during the 
past four years and that the curtail- 
ment of non-essential activities con- 
tinue. The report notes that the per 
capita tax of 17 cents per month per 
member has just ‘been sufficient to take 
care of the necessary operating ex- 
penses. The report terms it essential 
that no new or increased expenses be 





incurred unless the tax is also in- 
creased. 

The report notes that while there 
has been an improvement in the fi- 


nancial condition of the mortuary fund, 
the reserve strengthening program re- 
mains to be completed, and unless and 
until the society can make a full valua- 
tion on a realistic basis it will not be in 
a position to consider the payment of 
dividends to members. 


Investments Improved 


The examination reports that the in- 
vestment program has resulted in im- 
proved interest earnings so that the 
upward trend in interest deficiency re- 
versed itself. The examiners comment 
that this investment program must be 
continued to the end that interest losses 
be removed entirely. 

The examiners found that the drive 
for new business produced enough gain 
in membership and insurance which is 
reflected in an improved mortality rate 
and recommended that this new  busi- 
ness program should be continued and, 
if possible, enlarged. 

The examiners reported that a sec- 
tion of the constitution of the society 
relating to the bonding of local secre- 
taries and treasurers must ‘be enforced 
or the by-laws changed. 

The examiners recommended that the 


society take immediate steps to ‘bring 
the certificate loan account under con- 
trol. 

The society was found to be in 
solvent financial condition with unas- 
signed funds of $2,184,130. 

La Societe L’Assumption of New 
Brunswick ‘has been licensed to write 
life and A. & H. in Ontario. 





The Independent Order of Foresters 
head office building at Toronto has been 
sold to three independent business men 
for $1 million. 


66 from 5 Countries Attend 
98th L. I. A. M. A. School 


Life Insurance Agency Management 
Assn.’s 98th school in agency manage- 
ment held at Lake Forest College, Lake 
Forest, Ill., had in attendance three life 
insurance men from foreign countries as 
well as 63 managers and agency officers 
from the United States and Canada. 

A. R. Hogg and C. G. Jack, branch 
managers for Confederation Life, trav- 
eled from Singapore and Hong Kong re- 
spectively to attend the association’s 
fourth ordinary school this year. Arne 
Barkel, a representative of the Thule 
Life of Stockholm, has been a visitor at 
association headquarters in Hartford for 
several months. 

This was the third school this year to 
be held on a college campus; the 96th 
school, for combination managers, was 
conducted at the University of Connec- 
ticut; the 97th was in session at the 
University of Washington. At the cam- 
pus schools, both teaching staff and 
class members live in college dormi- 
tories during the two-week period and 


——_— 
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school hours are given in a regulatig 
lecture hall. 

Officers elected at the Lake Forey 
school, which had representation froy 
35 member companies, were: presiden, 
Roe Walker, Northwestern Mutual; vice, 
president, William E. North, New Yo 
Life; secretary, August C. Hansch, My) 
tual Benefit; treasurer, J. A. Bertrang 
Bankers Life of Nebraska and sergean 
at arms, Leonard R. Woods, Massachy, 
setts Mutual. 
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Pennsylvania L. H. & A. PROMO' 
Host to 74 at Miami « 


The annual district managers’ convenftheir direct 
tion of Pennsylvania L., H. & A. afoffer of a_ 
Miami Beach, was attended by 74 man§This will b 
agers from Pennsylvania, Delaware anfthe writer | 
Florida. he bill is 

The convention was opened by Hfprinted. By 
Zachary Miller, vice-president of  thnail campai 
company. J. Ed win Larson, insuranefwill have b 
commissioner of Florida, delivered afko go back 
address. Other guests included cain the age 






















Commissioner Joseph Kolkmeyer andplan for the 
John Smith, representing the 
Beach Chamber of Commerce. 
President Calvin Kahaner_ named | 
Thomas McGinley, Wilkes-Barre dis 
trict manager, as the Pennsylvania Lif 
“Man of the Year,” for 1949. Mr. Me 
Ginley received the company’s founder 
award for achieving the largest volum 
of premium increase during the year, fhoard to as! 
Awards were also made to Donald Wor an emp 
Snyder, Hazleton, 2nd largest volume offenefits, lite 
premium increase in the Pennsylvaniftion of social 
district, and to A. Leroy Metz, Cham{& slide rule 
bersburg, 3rd largest volume. enefits unde 
lete revisiot 
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old — $283,878,841.00 in force. ected to tut 
Mortality experience 1949 
15.95%. Rate of assets to lia- 


bilities — 109.09%. 


* 


Our representatives’ new con- 
tract, with retirement program, 
has been enthusiastically _re- 
ceived by our field force. You, 
too, will be interested. 
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Address your letter of inquiry 
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AGENCIES 


ew Trainin 


All materia 
in agent trai 
vised. At sal 
months the 

sales progran 
tinued in a s 
vans will be | 
of the familis 
ng meetings’ 
changed law 
























towar 
mphasizing 3 
Some agen 
husism with 


Herman L. Ekern, President A 
608 Second Ave. So., Minneapolis 2, Minnesity 
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-—INCREASE YOUR INCOME— 


You make more money selling when you represest 
a society that song a complete line of modern life 
insurance contracts. 

Life insurance contracts that provide PROTEC: 
TION to take care of every need—INCOME for the 
assured — PROTECTION FOR DEPENDENTS~- 
EDUCATION of children—MORTGAGE payment— 

ACCIDENT protection—SALARY replacement, help 
increase sales. 

Rates and Reserves based on the latest and mot 
modern C.8.0. mortality table and 2%% interet 
assumption, 


For information write to 
J. Allen Porterfield, Field Manager 
Sell the Best — Sell for the 
EQUITABLE RESERVE ASSOCIATION 
Life Insurance for Men, Women and Childrea 
Neenah, Wisconsin 
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THE WOMAN'S BENEFIT ASSOCIATION 
Founded 1892 
A Legal Reserve Fraternal Benefit Society 


Agnes E. Koob Dorothy H. Needhat 
Supreme President Supreme Secretary 
Port Huron, Michigan 
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end them in for use in the direct mail 
tampaign. General agents and managers 
have readied plans for the agents to 
ontact clients on bringing their pro- 
rams in line in view of the changes. 
he President’s signature will be the 
ignal for these plans to start moving. 


[PROMOTION CAMPAIGN 















TT) 
A number of companies plan to build 
convenfiheir direct mail campaigns around the 
c A. afoffer of a booklet explaining the law. 


74 manfThis will be written by J. K. Lasser, 
iter on family economics, when 
is signed and immediately 


















| by Hfprinted. By the time the answers to the 
of thgmail campaign are received the booklet 
nsurancfwill have been publishd and be ready 
ered aio go back to the respondent either 
Deput the agent or directly with some 
yer an@plan for the agent to call at an early 
Miamifdate. . ‘ 
The tentative sales campaign of one 
amed |fcompany, variations of which are being 
tre disused by those planning extensive drives, 
nia Lif@ealls for the printing of a technical book 
Mr. Mefon the law, another booklet for popular 
ounder’ consumption, a new card for persons 
volumfwho want to write to the social security 
year, fhoard to ask for a statement, a form 
nald Weor an employe to measure his own 
lume ofpenefits, literature on the close rela- 
sylvaniftion of social security and life insurance, 
~ Chamfa slide rule showing how to determine 
henefits under the new program, com- 
nlete revision of all programming ma- 
——Ferial, and various promotional items 
- 0 arouse curiosity in the law and life 
nsurance. 
for Printing shops have been alerted to 
ars nandle the material they will be ex- 
ce. nected to turn out in rush time. 
49 ew Training Material 
le All material relating to social security 
jn agent training programs will be re- 
vised. At sales meetings during the fall 
months the company educational and 
kales programs for agents will be con- 
n- tinued in a sustained effort. House or- 
m, wans will be devoting space to it. Many 
re- i the familiar agency “Monday morn- 
ne ng meetings” will be built around the 
7 changed law and the subject will be on 
he agenda in any event at meetings 
where it is not the major theme. _ 
Some believe that the programming 
likely to result will increase the sale 
ry f term and depending on company at- 
itude toward term some are de- 
F emphasizing its sale. : 
Some agency men leaven their en- 














husism with some caution. For a man 
with a wife and several dependents the 
evised law provides benefits equal to 
830,000 to $35,000 of insurance. The 
ights of many of these men will have 
to be raised or they’ll be inclined: to 
believe they have sufficient coverage. 
sales talks will have to bear this point 
mn mind. 


any New Prospects 


A partial breakdown of the 10 million 
new prospects for the social security 
ales approach indicates that one-hali 


ore: PT between 4% and five million are the 
for iBelf employed. In many instances these 


stoups are also prospects for business 
rnd other insurance and the contact 
M social security will be a door opener 
0 sales in all lines. 

About 35% of the self employed are 
torekeepers and other retailers includ- 
Mg proprietors of clothing, grocery and 
ther stores, and restaurant and filling 
tation owners. Another 25% is made 
) of proprietors of hotels. boarding 
louses, garages, laundries, barber shops, 
end places of amusement. About 12% 
015% are in the construction industry 
uch as plumbers and elec’rical con- 
factors. Others in this group include 
mall printers, etc. The remaining 25% 
030% are wholesale merchants. agents 
And brokers, small scale manufacturers, 
4X! owners, and proprietors of real 
state and insurance enterprises. 


About half of the newly covered 
groups are in other categories. These 
include outside salesmen in manufactur- 
ing or wholesale trades, driver lessees 
of cabs, and contract loggers. House- 
to-house salesmen are covered if they 
must meet a quota, service a customer 
along a certain route, and do not do it 
for another person. 


Some Government Employes 


Employes not previously covered in- 
clude those of federal, state and local 





governments not under a_ retirement 
system. Agricultural processing work- 
ers off the farm, employes of non- 
profit institutions other than ministers, 
non-profit agricultural and horticultural 
organizations, voluntary employe bene- 
fit associations, and farm loan and credit 
institutions are also in this category. 

There are- others including domestic 
servants who are considered better 
prospects for industrial than for ordi- 
nary. 


The revision excludes professional 
groups and the sales approaches to 
them will remain the same. Among 


these are doctors, dentists, lawyers, op- 
tometrists, veterinarians, and others. 
Similarly the law excludes engineers. 
The new social security approach will 
be appropriate for aeronautical, chemi- 
cal, civil, and electrical engineers and 
those in mechanics, metallurgy, and | 
mining. 


New England Mutual 
Names Nutt at Davenport 


New England Mutual has appointed 
William R. Nutt as manager at Daven- 
port, Ia. 

A graduate of 
Washington & Lee 
University, Mr. 
Nutt joined New 
England Mutual at 
Toledo in 1945 fol- 
lowing service as a 
pilot in the navy. 

For the past 
three years Mr. 
Nutt has been with 
the Boston - Hays 
general agency as 
training supervisor. 


OBSERVATIONS 


Uses Competitor's Prints 


State Mutual Life’s direct mail offer 
of six Gordon Grant color prints of 
New England fishing scenes has re- 
ceived the penultimate in complimentary 
treatment. The 94% by 13% prints when 
framed are ideal for home or office 
decoration. Despite that, State Mutual 
Life probably didn’t expect that the 
prints would be used by the New York 
City agency manager of a competing 
company to decorate his own office. 





W. R. Nutt 











Will Stop Credit Life Growth 


Governmentally imposed credit re- 
strictions probably taking the shape of 
a new Regulation W will put a stop to 
the great growth of credit life. Since 
the war group creditors’ coverage has 
experienced considerable ex pansion 
always closely following the increase in 
credit. It will probably remain at a high 
level, however, unless more rigid con- 
trols are applied than now are foreseen. 
Tighter credit control would probably 
benefit the economy. 


Life Agents Are Soldiers 

If the present state of semi-mobiliza- 
tion continues or the situation worsens, 
it is to be hoped that the new com- 
mittee on national affairs of the Na- 
tional Assn. of Life Underwriters can 
impress Washington with a more ac- 
curate victure of the place of the life 





insurance agent in the national picture. 
We may well face a period of continued 
inflation and perhaps some goods 
shortages, essential money of citizens 
to be channeled into anti-inflationary 
spots such as life insurance, savings 


and war bonds. In the mobilization pic- 
ture for the last war, many life insur- 
ance agents were rankled that their 
calling apparently was rated in impor- 
tance one step below artificial flower 
growers. 
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Quiz 


ABOUT AGENCY 
MANAGERS 


¢ & FALSE 








MANAGERS SHOULD HAVE 
A VOICE IN COMPANY 


MANAGEMENT . 


OUR “ANSWER BOOK” SAYS... 


TRUE: FALSE: 
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Today, more than ever before, company man- 
agement cannot be a “pushbutton” affair. We 
feel that our agency managers are Close to the 


“consumer”... 


are in a position to give us 


“on the firing line” advice concerning over-all 
company policies and practices. CWSL man- 


agers know the company 


*s attitude in this 


regard . . . know that they needn’t pull any 
punches if we get off the 


straight and narrow. It’s 





cerned. 


healthy situation for all con- 
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I. & A.; P. C. Irwin, actuarial vice- 
president Equitable of Iowa; Louis I. 
Dublin, 2nd vice-president and _ statis- 
tician; Edwin C. McDonald, 2nd _ vice- 
president group sales, and Reinhard A. 
Hohaus, actuary of Metropolitan Life; 
Philip H. Peters, 2nd_ vice-president 
John Hancock, and W. Rulon Wil- 


liamson, Washington actuary. 


|| ACTUARIES 


CALIFORNIA A 


COATES, HERFURTH & 
ENGLAND 


CONSULTING ACTUARIES ~ 
San Francisco Denver Los Angeles 
































ILLINOIS 


THOMAS and TIFFANY 


CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 




















Harry S. Tressel & Associates 
Cosiies By ye Accountants 
Actuaries 
1¢ S. La Salle St., Chtesee 3, Illinots 
Telephone FRanklin 2-4620 


Harry 2 Tressel, M.A.1.A 
te Wel an, F.8.A. “wm. H. Gillette, C.P.A. 
N. A. Moscovitch, A.S.A. Ww. P. Kelly 
W. M. Barkhuff, C.P.A. Robert Murray 














INDIANA & NEBRASKA 


Haight, Davis & Haight. Inc. 
Consulting Actuaries 
ARTHUR M. HAIGHT, President 
Indianapolis — Omaha 














MISSOURI 
NELSON and WARREN 


Consulting Actuaries 
915 Olive Street, Saint Louis 
Central 3126 























NEW YORK 


Consulting Actuaries 
Auditors and Accountants 


Welfe, Corcoranand Linder, 
11@ John Street, New York, N. Y. 
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PENNSYLVANIA 


FRANK M. SPEAKMAN 


CONSULTING ACTUARY 


ASSOCIATE 
E. P. Higgins 


PHILADELPHIA 








THE BOURSE 











VIRGINIA & GEORGIA 


BOWLES, ANDREWS & 
TOWNE 
Consulting Actuaries 
Employee Benefit Plans 
RICHMOND e ATLANTA 














Other invitees include President 
Thomas I. Parkinson, Equitable So- 
ciety, and John H. Miller, vice-president 
and actuary, Monarch Life. Those who 
have accepted invitations have been as- 
signed to one or more of the different 
sections. 

The conference is expected to focus 
considerable national attention on the 
problems of the aged and, depending 
upon the seriousness of the war situation 
at the time of the sessions, it will prob- 
ably receive coverage from all major 
news media. This will serve to stimu- 
late additional public interest in the 
problem. The number of persons and 
organizations interested in geriatrics 
and gerontology has greatly increased 
in recent years and they are timing 
material to accompany and follow up 
the meeting. These will augment the 
steadily increasing volume of geriatric 
material already creating wide public in- 
terest. 





1 IN 14 PAST 65 





Six federal agencies after two years 
of research contributed to the 40-page 
basic study material around which the 
conference will be built. The study pre- 
sents an overall picture of the problem 
presented by the aged. Persons over 65 
now are one in 14 of the population. 
The comparable figure in 1900 was one 
in 25 and in 1850 one in 38. 

Basically the conference text suggests 
the great need for research and study 
on the problem. Aside from _ places 
where it digresses to expound and 
praise the social insurance theories of 
Oscar Ewing, federal security admin- 
istrator, for example in its severe criti- 
cism of private pension plans, the ma- 
terial sums up many of the issues. 

Insurance spokesmen will undoubted- 
ly be required to defend their position 
on some subjects because, in addition 
to the effort government spokesmen 
will make in seting forth their views, 
one of those invited is Dr. Francis 
Townsend, father of the pension plan 
made famous in the 1930s. 


Employability Angles 


The report makes a forthright attack 
on attitudes which make it difficult for 
the aged to find employment. It sug- 
gests that they be retained in gainful 
work as long as possible and outlines 
the defects of plans fixing retirement 
at age 65. It suggests that the country 
reorient itself toward age instead of 
youth so that the former can complete 
their later maturity in usefulness and 
well being. 

Full or partial employment after 65 
would provide continued support, cut 
pension costs, make better adjusted in- 
dividuals, and by contributing to na- 
tional production help raise the general 
level of living. By not adhering to a 
fixed retirement age individuals and 
businesses could make a more practical 
approach to the problem. Some people 
are old at 50 and others are mentally 
sharp and keen at 80. The latter should 
not be forced into retirement at 65. 
Aging also affects parts of the body at 
different times, for example, physio- 
logically the heart of a 55 year old man 
may be 45 while his stomach is 65, ac- 
cording to geriatric specialists. 


Retirement at 65 


To eradicate the retirement at 65 con- 
cept will take a full scale assault from 
an aroused public because the idea has 
taken a foothold in many public and 
private retirement pension programs in- 
cluding social security and many civil 
service plans. 

The working population can support 
only a limited number of unproductive 
aged and the senescent are becoming 
so numerous that the national economy 
may be unable to support them. 

The economic implications of growing 
number of aged are widespread. In 30 


years more than 20 million of the pop- 
ulation will be beyond age 65. The aged 
are now, and increasingly so in the fu- 
ture, will be very potent politically. 
They constitute a strong “special inter- 
est” group. The New Yorker magazine 
recently commented editorially with 
some humor that as everyone under 
age 21 is disenfranchised because they 
theoretically don’t know what is good 
for them, all those past 61 should not 
be allowed to vote because they know 
what is good for them entirely too 
well. An example of this in addition to 
the Townsend and other movements 
was the bill in the last Congress, sup- 
ported principally by American Legion 
heads and other veterans of the first 
war, for a giant governmentally financed 
pension for all former members of the 
armed forces. The bill which would have 
cost billions, almost became law. 

The great public interest in the sub- 
ject and which is being further aroused 
should be guided along sound lines. 
The scope of the problem is becoming 
more vast and continual medical dis- 
coveries aggravate it by increasing 
longevity. 


Other Insurance Aspects 


Other aspects of the problem that 
have received the attention of insurers 
include the trend in family life and liv- 
ing arrangements’ which match se- 
nescence with isolation. There is sup- 
port for public or private housing for 
the aged with medical ‘service provided. 
There has been a suggestion that life 
companies attempt to provide this serv- 
ice on a pilot basis, perhaps selling the 
housing and medical aid for the aged as 
a contractual indemnity. Though this 
may seem impractical for life insurers 
it 1S a suggestion which may be ac- 
cepted by the government or by some 
other organization. On a limited con- 
munal basis housing for the aged is be- 
ing tried in some places. 

Health, vocational rehabilitation, edu- 
cation, participation in group activities, 
and the training of professional per- 
sonnel to take care of the aged also will 
be discussed. 


Financial Planning 


Some of these problems have in- 
terested life insurance from the policy- 
holder angle. There has been limited 
thought given the suggestion that com- 
panies contribute to the education of 
policyholders on the problems of re- 
tirement. The primary task of life in- 
surance is financially preparing people 
for retirement. The effect of inflation on 
the buying power of retirement income 
has had much attention from company 
executives but some believe that there 
is a great job to be done in helping 
policyholders meet the vocational and 
avocational, psychological, recreational, 
and phy siological problems that confront 
them at retirement. Companies already 
give advice on health. The next step 
is the better utilization of the insurance 
income being received. A_ broad field 
is open to enterprising companies in 
the advancing field of policyholder rela- 
tions along all these lines. 





POLICYHOLDER 





This activity would supplement the 
responsibility of the individual to pre- 
pare himself to meet retirement. It 


would not relieve the lesser obligation 
on his employer, his family, religious 
group, clubs, organizations or societies 
to help him. 

Northwestern National Life, has made 
geriatrics the subject of its advertising 
for some years. In one of its pamphlets 
it called for a study of the problems 
resulting from increased longevity and, 
speaking against the inactivity forced 
upon the aged, said “If the potentialities 
of the American mind beyond age 65 
have never been tapped it is because 
so far few have been concerned about 


them, But medical progress suggests 
= it is later than we think.” 

G. Kenagy, vice-president Mutnyy 
nee Life, believes that managemen; 
has a responsibility to prepare en. 
ployes for retirement. He commente 
recently that group education and per. 
sonal counseling are necessary to enabl 
a pension plan to accomplish its socia 
and business purpose. It seems that ; 
feasible approach can be worked oy 
to do some of this educational wor 
with policyholders. 


Group Clients Interested 


Group companies indicate that ther: 
is a trend, though not yet a very pro 
nounced one, on the part of large in| 
sured, to inaugurate educational pro. 
grams preparing employes for retire. 
ment. Eastman Kodak Co. at Rocheste; 
is well advanced along this line. Som 
group insurers have been asked fo 
advice on the subject by employers, 

Some preliminary life insurance 
thought has been given to the use o 
direct mail literature to certain grouy 
of policyholders, say those in older ag 
groups, depending on the amount 9 
insurance owned. This educational ma. 
terial, in the form of pamphlets o 
otherwise, would be aimed at inducin; 
policyholders, five, 10, or more year 
before retirement, to make practicd 
plans for it so that the step is a transi| 
tion to other useful and _ enjoyabk 
activity and not merely doing nothin 
once daily work ceases. 





Retirement Monotony 


There is considerable 
confirmed by actuarial analysis, that an 
immediate decline of individual healt! 
accompanies monotonous _ retirement 
leading to early death. There are n 
longevity statistics to prove that this 
is so. Some contend that “annuitant 
live forever” but apparently they don’ 
or at least do not enjoy their long lif 
unless they have something construc. 
tive to do. Policyholder — educatior 
would contribute greatly to their en 
joyment of the retirement income ar 
annuities they have usually sacrificed 
other things to buy. 

Some home office personnel director 
have started retirement education plat, 
for life company employes with long 
periods of service. At the Prudential 
where a well staffed employe counselin; 
service is in operation, employes ap 
proaching retirement age are invite’ 
to visit the counselors for advice 
on adjusting themselves to the idle 
ness they will face, many after dail 
service of 30 or’ 40 years. They wi 
be helped to discover hidden or unde 


opinion, ut 





veloped talents. With some of thes 
the newly acquired hobbies may aug 
ment their retirement income. 


Progress Is Slow 

Life companies are making slow prog 
ress in educating policyholders or et: 
ployes. Many have not taken the pre 
liminary moves that will lead to de 
velopmeni. of such programs. At ott 
company where progress had been matt 
the Korean war may put at least 3 
temporary halt to new measures thé 
had been planned. , 

With the enactment of a revise 
social security act with higher benefit 
and applying to 10 million new peopl 
now getting wide public attention, at 
with companies and agents contactin: 
millions of policyholders and_ prospec’ 
directly and by mail to integrate soc 
security with life insurance public it 
terest in the problems of the aged Wi 
be further stimulated. These events m4 
result in many companies doing mo! 
policyholder educational work  soote 
than now seems likely. 


L.I.A.M.A. Revises Booklets 


Two of its field publications have bee’ 
revised and reprinted by Life Insurant 
Agency Management Assn. “The Pro¥ 
pecting Self-Starter,” which helps # 
agent find his market, and “The Revo 
of Ralph Day,” a presentation of th 
career for prospective underwriters, hav 
both been reintroduced as part of thi 
“Manager’s Handbook” service. 
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“YES...YOU MAY GALL’ 


By Carlton BR. Gordon, Allentown, Pa. 


I fail to see how anyone in the selling end of 
the life insurance business can afford to ignore 
the many opportunities offered through the 
proven medium of direct mail. 

Over the last 10 years direct mail has opened 
the door—and the ‘‘ Chart for Living’’* has kept 
that door open—to sales that have accounted 
for 50 per cent of my total paid-for production. 
I have so much faith in the ‘Chart for Living”’ 
that I would feel guilty of having cheated my 
client if I didn’t prepare one for him. 

My sources of names for direct : 
mail circularization include news- 
paper items, referred leads, and the 
company rosters of promising young 
employees, complete with their ap- 
proximate salaries, that are given to 
me by some office manager friends. 

What is most important to remem- 





ber about direct mail is that it requires per- 
sistent and regular effort. The average number 
of replies will always be reasonably high if 
you (1) circularize enough names, and (2) if 
you have been careful in your selection of 
those names. . 
Selection is always important and I am care- 
ful to choose the most applicable letters for 
particular groups of prospects. I have also 
learned that proper follow-up timing is necessary 
so that the prospects will be primed 
for the best possible reception. 
Once an agent gets in the habit 
of using direct mail and begins to 
enjoy the increased volume of busi- 
ness it brings, he’ll wonder how in 


the world he ever did without it. 


* The “Chart for Living” is a colored graph, used by 
Provident agents, showing monthly income from life 
insurance, social security, investments, etc. 


Sales Ideas from “Provident Notes’ 
published by 


PROVIDENT MUTUAL LIFE INSURANCE COMPANY of PHILADELPHIA, PA. 








August 1,1890 * - CENTENNIAL YEAR «© «© August 1, 1950 





The Manhattan Life Announces Its 


providing an income of 


100 A MONTH 
FOR 100 MONTHS 


if death occurs prior to Age 65 





Also issued as a half unit: $50 a month for 100 months 





NON-MEDICAL APPLICATION ACCIDENTAL DEATH BENEFIT, 
may be submitted by present policyholders up to and at small additional charge, provides double the 
including Age 60. monthly benefit otherwise provided, if death occurs 
from purely accidental means. 


WAIVER OF PREMIUM DISABILITY BENEFIT SUB-STANDARD LIVES: 


is included in all standard Centennial Policies with- Aden: ienselhcu:ailoeaniiinnd Neen, named — 
out specific extra charge. et ; 
500% mortality. 


LIBERAL CONVERSION PRIVILEGE: DIVIDENDS: 
The Centennial Policy may be converted to any The Centennial Policy is participating. Accumulated 
other plan, except term insurance, at any time before dividends may be applied to increase the amount of 
the policy anniversary on which the Insured’s nearest the monthly payment ($100 or $50) for the stipu- 
birthday is 62 years. lated period of 100 months. 


Our 2nd Century of Service to Policyholders 


Founded 


‘THE MANHATTAN LIFE 





